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| Telescribe Handwritten Mes- 
sages via Wire Instantly, to One 
y or More Points . . . From Dept. 


to Dept. or Bldg. to Bldg. 


| > customer says “Charge it, please.” Can you get her 
credit rating accurately, without delay? A TelAutograph 
Telescriber System assures instant contact between retail store 
and local credit bureau. 

Rapidly, accurately, confidentially, credit clerks exchange 
information. Messages are in the sender’s own handwriting. 
No misunderstanding. No confusion. Both sender and recipi- 
ent have identical copies of the message for reference. 

Investigate the many advantages offered by the modern 
TelAutograph Telescribers System. 


Write for Literature C. 


CORPORATION 


16 WEST 61 STREET « NEW YORK 23, NEW YORK 


‘Handunition Wessages Deliver Themselves... Wile: You Write." 
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This new Burroughs beauty 


Full-sized 8-column hand 
operated adding machine 
only $125 
Delivered U.S. A. plus applicable taxes 


If there’s a desk in your office where figuring is done—even occasional 
figuring—equip that desk with this new low-cost Burroughs adding 
machine. It will pay for itself in a few years—a fraction of its useful life. 
Like all Burroughs business machines, the new Burroughs adding 
machine gets work done in less time, with less effort, at less cost. 
Compare it with any other make at a comparable price. Compare 
construction, features, ease of operation. You'll know that a Burroughs 
is your best adding machine buy. 

Call your Burroughs office today for a demonstration or mail the 
coupon. Other Burroughs adding machines include models with 
electric operation, direct subtraction, various totaling capacities. 


Buy a Burroughs on easy terms. As little as 10% down; 
up to 18 months to pay the balance! 


WHEREVER THERE'S BUSINESS THERE'S 


Burroughs 4: 
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NEW 
FUNCTIONAL 
DESIGN 


. 
NEW 


NON-GLARE 
KEYBOARD 


+. 
NEW 


SURE-TOUCH 
KEYS 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 


C Please send me descriptive folder and NAME 


prices on Burroughs adding machines. COMPANY 


s 
(CD I would like to see a demonstration ADDRESS 
at my place of business 


Please Mention The CREDIT WORLD When Writing to Advertiser 











To assist Credit Departments in performing a more efficient credit 
control on past due accounts, we have several times during the past 
few years revised the Age Analysis form reproduced below. Over 
1,000,000 have been sold to date, testifying to its success. 

It is especially effective for smaller stores for use in collection 
follow-up and freezing accounts. 

The size is 914,” x 12” and they are padded 100 to a pad. Prices: 
100, $1.25; 500, $4.50; 1,000, $8.25. Postage extra. Special prices on 
larger quantities. Order Age Analysis Form No. 721, today, from 
your Credit Bureau or National Office. 


NATIONAL, RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Mo. 





ACCOUNTS RECEIVABLE AGE ANALYSIS 


NAME OF FIRM 





MONTH OF 











Present. 
Balance 
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EDUCATIONAL 
STICKERS 


THESE TWO stickers are effec- | 


tive for use on slow paying accounts. 


RECORD 


is the measuring stick by 
which all credit granters 
judge you. 

Do you realize that your 
failure to pay this account 
may affect your credit 
standing? 


PROTECT YOUR CREDIT 
BY PAYING PROMPTLY 


Accounts that have disregarded 
notices and letters will probably 
respond to this sticker which ties 
in the failure to pay with the credit 
record of the customer. It will pro- 
duce results without offense. Printed 
in dark green ink on light green 
colored gummed paper. 


Kae 
e, 
Sy 
By the way you pay, you 
write your own record in the 
files of the Credit Bureau. 


ada, form the basis of credit reports— 
used by creditors and employers to judge 


| the trustworthiness of individuals. | 


| 4 | 
|| Prompt Payments Make a\ 
Good Credit Record 


This sticker is designed to bring 
home the importance of paying bills 
promptly. It points out that credit 
reports are based on the manner in 
which the customer pays his obli- 
gations. It is a constructive edu- 
cational sticker and will produce 
excellent results. Printed in bronze 
blue ink on goldenrod colored paper. 


Only $250 a thousand 
(Assorted $3.00 a thousand) 
~er 
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Shetl Building St. Louis 3, Mo. 
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The American Lanon 


Daniel L. Marsh 
President, Boston University, Boston, Mass. 


(Continued from the November Crepir Wor -p.) 


Because of this condition, wiser heads, such as George 
Washington, Benjamin Franklin, James Madison and 
Alexander Hamilton, suggested the calling of a con- 
vention to form a constitution which would make one 
country out of the thirteen. They met, delegates from 
the colonies, on the 25th of May, 1787. They stayed in 
session until the 17th of September of the same year. I 
want to tell you honestly as a student of history, that 
there never was another gathering in all the history of 
mankind where so much was at stake, where there was 
so much self-effacing unselfishness, so little lust for the 
limelight, such a pure disinterestedness as there was in 
that gathering. I know of nothing else equal to it. It 
seemed impossible for them to come to final agreement. 
There were many things that had to be ironed out. | 
wish everybody who has misgivings about our form of 
government, everybody who can be lured at all to even 
a favorable consideration of Communism, would reread 
the Constitution of the United States. And I wish they 
would read the story of the making of the Constitution. 
It is the oldest written instrument of government in 
existence, effective today. It is the one guarantee of a 
single and orderly government. It is not a pure 
democracy, it is a republican form of government. A 
republican form of government is a representative de- 
mocracy. The only pure democracy that this continent 
ever saw was in the New England town meeting of the 
early days. You could not have a pure democracy as 
you could not get the 147,000,000 persons all together 
in any one place where they could vote, so it has to be 
representative. Here we really have a dual citizenship. 
We have a citizenship of State, and a citizenship of 
Nation. It seemed impossible for them ever to come to 
agreement on that. The small states wanted equal repre- 
sentation but the big ones wanted representation on the 
basis of population. 

They compromised by having two houses, the Senate, 
in which each state would have equal representation, 
and the House in which representation would be based 
upon population. Then you have the Congress, to be 
held in check by the President, the President held in 
check by the Congress, and both the President and Con 
gress held within the limits of the Constitution by the 
Supreme Court. It is a marvellous document. I wish 
to call your attention to the first ten amendments. There 
are some persons who think an amendment is not a part 
of the real Constitution. It is. Whenever an amend- 
ment has been adopted, it is just as much a part of the 
Constitution as the first clause of the Constitution itself. 
These first ten amendments were promised by leaders 
in order to get the Constitution adopted. There were 
some persons who were so afraid of the power of the 
central government, so afraid of the despotism that 
might develop that they said they would not vote for 
it unless they could have guarantees of certain rights 
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and personal liberties, and those were promised. Then 
just as soon as the constitution was adopted, the first ten 
amendments were adopted. Those ten amendments are 
the American counterpart of the ten commandments of 
the Old Testament, with this difference: the ten com 
mandments of the Old Testament issued their Thou 
Shalt Not’s to the people. In our Bill of Rights, the 
Thou Shalt Not’s were issued dy the people, to the 
government, telling it what it cannot do. ‘That is, it 
guaranteed freedom of press and freedom of assembly and 
freedom of speech and freedom of worship, etc. Read 
those again and then do not let anybody advocate the 
scrapping of them. I have heard people say that in the 
interest of efficiency, we ought to scrap freedom of speech 
or freedom of assembly. In Heaven's name, if we scrap 
the things for which the country has fought all these 
many years, then what is there longer to fight for to 
save? 

The Constitution is The Book of the Law. Next, we 
have The Major Prophecy. There are, of course, many 
prophecies but there is one that stands out as a major 
prophecy over and above all others. What is it, and who 
is our major prophet? George Washington is the Major 
Prophet! And his major prophecy is his farewell address 
Now please note that many people think a prophet is one 
who foretells, who predicts. That is only incidental. A 
prophet is a “forthteller,”” one who speaks forth words 
of wisdom and moral exhortation and understanding. 
In that sense of the word, as a forthteller, George Wash- 
ington is one, of the greatest of all times. There are 
not many countries that can point to any one man as 
their founder, as their father, with the same measure of 
accuracy as the Americans can point to George Wash 
ington. He was, with possibly one exception, the richest 
man in the colonies at the outbreak of the Revolutionary 
War. He had everything to lose and nothing to gain 
by espousing the uncertain cause of the colonists. He 
might have gone to England and been lionized and feted, 
but he chose to cast his lot with his fellow Americans. 
He served as Commander-in-Chief throughout all the 
awful period of that struggle, without ever taking a 
single cent of pay for his services and part of the time 
paid the ragged American soldiers out of his own purse. 
There is a standard of patriotism that certain modern 
self-styled patriots might measure themselves against. 
George Washington has been attacked in recent years 
by debunkers of history, but in spite of the worst de 
bunkers can do, his character stands unassailed and 
unassailable. 

George Washington spent only two hours during all 
the Revolution at Mt. Vernon, stopping there on one 
trip from north to south and now that the war was over, 
he went back home to Mt. Vernon, to rest and to the 
fellowship of his country neighbors and to give himself 
to the delights of planning garden paths and rotation of 
crops. Then came the Constitutional Convention and 





he was sent to it and made the President of the Con- 
vention and attended every session from May 25 to 
September 17. When the Constitution was adopted the 
people with one acclaim wanted him to be the first Presi- 
dent of the United States. He did not want it, he had 
served, and he had received all the honors a man could 
have. He was tired, but he answered the call of duty. 
And with the unerring instinct of a bird of flight, he 
went to the heart of every problem that presented itself. 
He served through the first term and again was unani- 
mously elected to a second term. He could have been 
elected on indefinitely, term after term, but when he 
had finished two terms he thought it was enough, so he 
wrote his farewell address. 

That Farewell Address I call our Major Prophecy 
Many persons have been acquainted with such words as 
entangling alliances about our League of Nations fight. 
George Washington did not quite use that phrase about 
entangling alliances with European nations, but he did 
say that we should not entangle our forces with European 
caprice. There is some difference there. He talks there- 
in about maintaining national credit. He talks about 
paying our way as we go. He says it is a bad thing for 
a nation to run up debts in times of’ peace. He talks 
about the deep damnation of this union arraying one 
group against another group, one class against another 
class. Talk about prophecy, that is one all right! 

I pass to the fourth of these documents—The Song of 
Americanism. Now what would be the song of Ameri- 
canism? Some suggest “Yankee Doodle,” “My Country 
‘Tis of Thee,” “God Bless America,” etc. They are all 
good, but when I did this screening and sifting, I came 
to the conclusion that for selecting one, the only one 
that qualifies for inclusion in the American Canon is 
“The Star Spangled Banner.’”” Now someone might say, 
“*The Star Spangled Banner’ is a belicose thing, etc.” 
Well, let me confess that I have on occasion been critical 
of it myself. The truth is, I cannot sing it very well, 
but the mitigating fact is, I cannot sing anything very 
well. Those who do not know think of it as militaristic 
When you study it, that is not so, it is a great patriotic 
production. You know the scene out of which it came 
the second war with Great Britain was going on in 1813 
There had been a doctor who was a friend of Francis 
Scott Key, captured by the British. Francis Scott Key 
worked through influences that he had at Washington 
with the Chief Justice and others, to get himself on 
board the British ship to try to effect an exchange of 
prisoners. They got on the British battleship, but the 
British, while they were kind to them, would not let 
them go back to shore until they had made their attack 
on Ft. McHenry because they were afraid they would 
report to the Americans the British plans. Therefore, 
they were on this battleship when the attack was made 
that night, on the deck watching. They could see a 
shell thrown, and see a shell coming back, and by the 
rockets’ red glare and the bombs bursting in air they could 
see through the night the flag still floating over Ft. 
McHenry. But along about 3:00 in the morning, the 
firing ceased. It was dark and they were afraid Ft. 
McHenry had surrendered. That would mean the 
capture of Baltimore and Washington. So they waited, 
in that moment of high emotional tension. Then with 
the morning's first gleam they saw the starry flag over 


Ft. McHenry. Then and there, Francis Scott Key 
jotted down on the back of a letter the words and 
phrases that became the Star Spangled Banner. He 
wrote it in the meter that could be sung to the tune of 
a then popular song. It was not very popular for a 
long time, just sung off and on. Not until 1931 was it 
declared to be the national anthem of America. It is 
fitting that it is, though. It is a patriotic thing. Read it 
through and notice the fervent patriotism of it. Pa 
triotism is one of the noblest instincts of a good man. 

And that flag, not including the sentimental attach 
ment we have for it, is the most esthetic flag that floats; 
it is the most beautiful flag. Its proportion of length 
to width, the arrangement of its stripes, its strong white, 
and its little square heaven of blue, with the stars laugh 
ing down their delightful light by day and night. That 
flag is beautiful. But we love it because we know that 
its red stands for courage and its white stands for purity 
and its blue stands for all the virtues represented by the 
heavens, and its stars stand for ideals as well as for 
states. We love it because we know it is the pledge that 
liberty and justice shall prevail wherever it floats. And 
so we sing out what I have termed the Song of Ameri 
canism, “The Star Spangled Banner.” 


The Gospel of Americanism 


| pass to the Gospel of Americanism. Now if you 
are going to have a gospel it must come out of the heart 
of a savior. And who is the savior of the American 
Republic? There can be no disputing. Any student 
of history knows at once, that if any one man is to be 
accorded that term, it is Abraham Lincoln. If ever a 
man expressed Browning’s words “A man’s reach must 
exceed his grasp,” it was Abraham Lincoln. His long 
reach extended from the boy who sprawled on the floor 
of the backwoods cabin, writing with a piece of charcoal 
on the back of a wooden shovel by the flickering light of 
a pine knot, to the man who could write the second 
inaugural or the Gettysburg Address. Now what is this 
gospel that I refer to that come out of the heart of the 
savior of his country? The man who, when ruffians in 
his backwoods home bullied him, threw them down, and 
the man who was able to reach up and hold the ridge 
pole of the cabin firm so that when the shock of earth 
quake shook the house of State, he could grasp the ridge 
pole of the house of State and hold it firm. This is the 
man who kept all the stars in the flag. What is the 
gospel that came out of the heart of Lincoln? It is his 
second inaugural address. Now I know the Gettysburg 
address is one of the greatest of all writings. In fact 
| hold that the Gettysburg address and the Second In 
augural are the two greatest literary productions that 
ever came out of the brain and heart of an American 

The Second Inaugural, I have chosen for the Gospel 
of Americanism. Written by this man who was so 
tolerant; there was nothing of the bigot about him 
Others called him names, and how they lied about him 
how they vilified him! They called him a sympathizer 
with the rebels, they called him a “Copperhead”! 
Abraham Lincoln was always magnanimous, always for 
giving, always tolerant. On the 4th of March, 1865 
with the Civil War drawing to a close, Abraham Lincoln 
came out on the east portico of the Capitol to deliver 
his address. He was stooped as though the burden he 
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was carrying was too heavy for him. His eyes were 
sunken, as though the knuckles of sorrow had pushed 
them back into their sockets. There was a blanket of 
clouds in the sky. It had been drizzling rain all morn- 
ing. But as Lincoln stepped out and began to speak with 
a voice high with emotion, there was a rift in the clouds, 
and a sunbeam fell full upon him. Then the clouds 
separated until the whole scene was filled with light. 
He delivered his brief, simple inaugural. It is like a 
page taken from one of the Old Testament prophecies 
from Isaiah or Jeremiah. He talks about the ways of 
God and the punishment that comes to those who do not 
follow in the ways of God. And then he ends with the 
great statement, “With malice toward none, with charity 
for all, with faith in the right as God gives us to see the 
right.” When he had finished, there was a moment of 
silence and then there were cheers, but tears were 
mingled with the cheers. Some people do not think much 
of it; others think it is one of the greatest productions 
of all times. History verifies the latter judgment. This, 
I have called The Gospel of Americanism. 


And now I come to the last of my Seven Documents 
of Americanism. I have called this An Epistle to the 
Americans. There are so many epistles that might be 
given. If I were going to include another, I would take 
General MacArthur’s speech that he delivered on the 
surrender of Japan. But I have taken only one and that 
is the last article that Woodrow Wilson ever wrote. 
Woodrow Wilson was one of the greatest of all Ameri- 
cans. He was lied about the same as George Washing- 
ton and Abraham Lincoln. His character was attacked 
and his reputation was smeared and sullied. But now 
that Wilson is dead and he is not runring for any 
office, we can rise above politics. As college professor, 
as writer of history, as president of a university, as 
Governor of a state, as President of the United States, 
his strength increased with each new responsibility, and 
when the United States got into the first World War, it 
was Woodrow Wilson who took the whole ugly mess 
and lifted it up out of the sordid and the mean and the 
revengeful and the spiteful and put it on the high broad 
plane of altruism and idealism 


Wilson, a Broken Man 


After the war was over, Wilson was a broken man. 
He had never lost the ideals he gained from his Presby- 
terian preacher father. He felt that there was doom 
impending for the United States. He wanted to write 
an article but he had neuritis. He could not hold the 
pen. Then he tried to pick it out on the typewriter but 
it was too painful and slow. So he began to dictate, a 
little at a time, first to his wife, then to his nurse. He 
dictated a passage when he was out riding, or when he 
was at the theater, or awake at night. He kept on until 
he had an article. Then he revised it. He refined it 
and beautified it. He smoothed it out and made it as 
short as was consistent with what he wanted to say. 
Finally, he sent it off to the Atlantic Monthly, where 
it was published under the title, ““The Road Away from 
Revolution.” I wish Americans would read it today. 
Here was a man who was a capitalist and whose sym- 
pathies were with capitalism, who believed in the free 
enterprise that made America great. And yet he was 
pleading with the capitalists to use their capital in the 
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service of mankind. To remove the causes of discontent 
and to introduce the spirit and the teachings of Jesus 
Christ into our complex relationships of commerce and 
trade and industry. 

I have now given you the seven documents that I call 
the American Canon. There is only one more thing to 
be said and that is to point out what is common to them. 
Ours is a democracy, but a representative democracy. 
We believe in a government of the people, for the people, 
and by the people. We believe the government is the 
servant of the people, and not their master. We believe 
in a government by law and not by men. We believe in 
reverence for law and obedience to law. We believe that 
ours is a government by law. And then we believe in 
tolerance. Nowhere can bigotry be tolerated. We be- 
lieve that regardless of a man’s political beliefs, his 
economic beliefs, his religious beliefs or his racial in- 
heritances, he is not to be discriminated against or to 
suffer injustice. We believe in education. George 
Washington wrote in his Farewell Address that education 
is the indispensable means by which a self-governing 
people can determine their progress and their end 
Whenever a people undertake to be their own dictator 
ship, they assume the responsibilities, as well as the 
privileges of the function. 


Spiritual Foundations of the Republic 

Then we think of the spiritual foundations of the 
Republic. In The Genesis of American Democracy, the 
Mayflower Compact, it starts out with these words, 
“In the name of God.” And it goes on to say that 
what they are doing, they are doing for the glory of 
God. In The Exodus of American Democracy, the 


Declaration of Independence, the deity is invoked five 
different times. At the convention where The Book of 
the Law, the Constitution of the United States was 
being drawn, the time came when it seemed impossible 
to come to an agreement. But then Benjamin Franklin, 
the oldest and the wisest man in the group and one of 
the greatest Americans of all time, rose and made one 
of the most wonderful speeches of his distinguished 
career in which he said, “If the sparrow could not fall 
without the Father’s notice, an empire could not rise 
without his aid.” And then he moved that Congress 
should be opened each morning with prayer. In the 
Major Prophecy, George Washington’s Farewell Ad- 
dress, he says that religion and morality are indispensable 
supports of a free and self-governing people. The Gospel 
of Americanism, Abraham Lincoln’s Second Inaugural, 
is phrased with a moral intensity that makes its scriptural 
cadences irresistible. And in Woodrow Wilson’s article, 
“The Road Away from Revolution,” Wilson says that 
“Civilization cannot be saved materially unless it be 
redeemed spiritually.” I have kept until the last mo 
ment, The Song of Americanism, “The Star Spangled 
Banner.” We always sing the first verse but we should 
sing the last one too, or sing only the last. Look to 
what religious heights it rises, “Oh, thus be it ever when 
free men shall stand, between their loved homes and grim 
war's desolation, blest with victory and peace, may the 
heaven-rescued land, praise the power that hath made 
and preserved us a nation. Then conquer we must, 
when our cause it is just; and this be our motto: In God 
Is Our Trust.” And the Star Spangled Banner shall wave 
o’er the land of the free and the home of the brave. *** 





Constitution 


and Bylaws 


National Retail Credit Association 


Constitution 
ARTICLE I—NAME 


The name of the Association shall be the NATIONAL 
RETAIL CREDIT ASSOCIATION. 


ARTICLE II—PURPOSES AND OBJECTIVES 
This Association is formed for: 


Fraternal and educational purposes and not for pecuniary 
profit or gain. 

2. To create fraternal feeling among its members and all 
persons engaged in credit granting. 

To unite fraternally, for mutual benefit, protection and 
improvement of credit granting and credit granting conditions, 
all those engaged in credit granting. 

To collect and distribute information, educational in its 
nature, among its members 
5. To hold annual and other conferences where the members 
may meet and receive instructions and may interchange views 
and experiences regarding credit granting. 

To publish and distribute magazines, 
—o for the education of its members. 

. To collect, correlate and disseminate statistical data deal- 
ine ‘with consumer credit, in order to assist its members and 
others engaged in consumer credit extension to better under 
stand and apply the principles upon which such consumer credit 
extension is based 

8. To take and hold any gift, grant, or bequest of money 
or property in trust which may be granted or devised to this 
Association and to apply the income thereof to the purposes for 
which the Association is formed, under the direction of the 
Association. 


pamphlets and 


The Objectives of this Association shall be 


To render uniform and establish more firmly, the princi- 
ples upon which consumer credit is based. 

2. To encourage the passage, correction and modification of 
laws, both Federal and State, needed for the equal and just 
protection of honest debtors and creditors, which will be 
beneficial to the nation’s commerce. 

3. To coordinate and improve the methods of consumer 
credit granting. 

4+. To assemble and disseminate instructive and desirable 
data and information on credit and commercial subjects. 

5. To amend business customs and practices whereby con- 
sumer credit may be benefited and improved and the welfare 
of commerce advanced 

To promote cooperation between consumer credit granters 
and to perform such other lines and types of work as the 
members of the Association may determine from time to time 
are required for the advancement and protection of consumer 
credit 


ARTICLE III—MEMBERSHIP 


Section 1. The membership of the Association shall consist 
of consumer credit granters, bankers, professional men, indi- 
viduals, firms, or corporations engaged in any business or 
profession in which consumer credit is extended. Also credit 
reporting bureaus or mercantile agencies and collection agencies 
approved by the Executive Committee of the National Retail 
Credit Association. 

Section 2. (a) There shall be five classes of memberships 
to be known as 

Individual members 

Members resident in Canada, representing a 

business having its headquarters or local office 

in Canada 

Associate members 

Affiliated Associations 

Honorary life members 

(b) The individual National membership shall 
consist of members from communities wherein recognized Local 
Associations do not exist. 

(c) Members resident in Canada, representing 
a business having its headquarters or local office in Canada. 

(d) Associate memberships shall consist of 
students, libraries, educational institutions, personnel of firms 
holding regular membership, small users of credit bureau 
service of afhliated associations, and members of Credit 
Women’s Clubs. Such members are entitled to The Crepir 
Wortp but have no voting privileges 


(e) A member of this Association who has held 
membership for twenty-five years or more, and who retires 
from active business or assumes duties other than that of credit 
manager, shall have all privileges of an active member, with- 
out the payment of dues 

(f) Affiliated Associations shall consist of Local 
Associations having ten or more members, each of which is 
a member of the National Retail Credit Association 

(g) No Local Association shall withdraw from 
this organization during the year for which all or any part of 
the dues of its regular membership shall have been paid, except 
with the consent of the Board of Directors of this Association 

Section 3. (a) Any individual member more than sixty 
days in arrears for dues may be suspended, and if ninety days 
in arrears, shall cease to be a member of this Association 
provided he has been officially notified at least twice, in writing, 
of the delinquency 

b) Any Affiliated Association more than ninety 
days in arrears for dues or which fails to maintain a member 
ship in size in keeping with the size of the community in which 
it is located, or which, in the conduct of its affairs, operates 
against the best interests of the National Retail Credit Asso 
ciation, may, by official action, be suspended. 

(c) Any Individual member or member of an 
Affiliated Association or any Credit Reporting Bureau or Agency 
holding membership in this Association found guilty of violat 
ing the Consent Decree dated October 6, 1933, as clarified by 
the Stipulation dated May 6, 1936, will be expelled. The 
guilt or innocence of the accused person, Bureau, or Association 
will be determined in the manner prescribed in Article IV 
Complaint filed with the Association at its Executive Offices by 
the United States Department of Justice shall be prima facie 
evidence of guilt. It shall be the duty of the General Manager 
Treasurer to prefer charges promptly in conformity with 
Article IV against zny member reported to have violated the 
Consent Decree when such report is accompanied by satisfactory 
evidence 


ARTICLE IV 
SUSPENDING AND EXPELLING MEMBERS 


Section 1. Any officer, member or Affiliated Association may 
file charges against any officer, member or Affiliated Associ 
ation. Such charges shall be made in writing to the Chairman 
of the Erecutive Committee. All data pertaining to such 
charges shall, after due investigation, on authority of the Chair 
man of the Executive Committee, be sent to the party or parties 
against whom such charges have been preferred. Such party 
or parties shall prepare an answer, submitting same _ to the 
Chairman of the Executive Committee and decision shall be 
made in accord with the evidence submitted and in conformity 
with the following section. 

Section 2. Any officer, member or Affiliated Association 
may be suspended, expelled or otherwise disciplined, for failure 
to comply with the Constitution, By-Laws and Rules of the 
Association, providing such member has been served by a 
written notice of the charges preferred against him or it, at 
least fifteen days before the hearing thereon. Such hearing 
shall be before a special committee of three, appointed by the 
President. Said member shall have the right to be heard upon 
said charges. The action of said Committee may be appealed 
to the Board of Directors whose finding by a two-thirds vote 
of all members present, when a decision is rendered, shall be 
final 


ARTICLE V—ANNUAL DUES 


Section 1. The annual membership dues of this Association 
shall be $5.00 per year, per member, payable in advance, of 
which $3.00 is for annual subscription to The Crepir Wort. 
Associate memberships, without voting privileges, may be 
accepted from students, libraries, educational institutions, per 
sonnel of firms holding regular membership, small users of 
credit bureau service of affiliated associations, and from 
members, other than credit managers, of Credit Women’s Clubs 
afhliated with the Credit Women’s Breakfast Clubs of North 
America. Annual dues for associate members shall be $3.00 
per year, which will entitle them to The Creprr Worip. An 
nual dues of memberships in Canada shall be $3.00 per year 
and shall include the membership rights of individual members 

Section 2. Any Local Association which, as d matter of 
convenience and in order that the National Office accounting 
may be reduced to a minimum, accepts National Office billings 
collects individual membership dues and remits same, shall be 
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entitled to a 10 per cent reduction on the total amount of 
regular dues thus collected and remitted within the fiscal year, 
providing such Local Association is a recognized Unit of the 
National Retail Credit Association, having not less than ten 
members. 

Section 3. Each regular member of this Association shall 
be entitled to all the privileges usually accorded by an organ- 
ization of this kind and to one copy of each issue of The 
Crepir Wortp. A member of this Association who has held 
membership for twenty-five years or more, and who retires 
from active business, or assumes duties other than that of 
Credit Manager, shall have all privileges of an active member 
without the payment of dues. 


ARTICLE VI 
SUBSCRIPTION TO CREDIT WORLD 
Persons or firms who are not eligible for membership, may 


subscribe for and receive the official organ of this Association 
The Creprr Wortp, upon the payment of $3.00 per year 


ARTICLE VII—ANNUAL MEETING 


Section 1. No Annual Meeting of the Association shall be 
held, but in the place and instead thereof an Annual Business 
Conference will be held, which Conference shall have and 
exercise all the powers of an Annual Meeting. Such Annual 
Business Conference shall be held commencing on the Third 
Tuesday Morning of September, each year, at a place to be 
selected by the Board of Directors, at least six months in 
advance of such Conference. If conditions make it advisable 
to hold any particular Annual Business Conference at a time 
other than designated herein, this may be decided by a 
majority vote of the Board of Directors. 

Section 2. The registration fee at each Annual Business 
Conference shall be designated by the Board of Directors and 


shall not be less than $10.00 each for delegates and guests of 
delegates 


ARTICLE VIII—FISCAL YEAR 


[he fiscal year of tais Association shall close June 30 of 
each year 


ARTICLE IX—REPRESENTATION 


Section 1. Each Afhliated Association shall be entitled to 
one delegate for each ten members or major fraction thereof, 
and each delegate shall cast a vote on any roll call for each 
member which he represents. A delegate unable to attend the 
Annual Business Conference may give his proxy to any other 
member of his Local Association. 

Any properly authorized delegate may cast a vote of the 
entire local Association, provided said delegate may have duly 
established his authority with the Credentials Committee 

Section 2. (a) Members not holding membership in an 
Affiliated Association may be represented at all Annual Busi- 
ness Conferences of the Association, either in person or by 
proxy. 

(b) All proxies shall be in writing and must be 
filed with the Committee on Credentials on the first day of the 
annual meeting, and proxies not so filed may not be voted at 
any time during the meeting. All proxies must be held by a 
member residing in the same State as the maker thereof, or 
in an adjoining State thereto. 

Section 3. No member shall be entitled to vote at any of 
the Annual Business Conferences of this Association, either in 
person or by proxy, unless said member has paid all dues 
standing against him at the time he offers to vote. 

Section 4. No salaried officer or employee of this Associa- 
tion shall have the right to hold a proxy or be entitled to vote 


ARTICLE X—OFFICERS AND DIRECTORS 


Section 1. (a) The Officers of the Association shall be a 
President, a First Vice-President, a Second Vice-President, a 
Third Vice-President, a General Manager-Treasurer and a 
Secretary, who shall be elected or appointed according to the 
By-Laws. 

(b) All Officers shall serve without compensa 
tion except the General Manager-Treasurer and the Secretary 
Salary of the General Manager-Treasurer shall be fixed by the 
Board of Directors. The salary of the Secretary shall be fixed 
by the General Manager-Treasurer, subject to the approval 
of the Board of Directors. 

Section 2. The Board of Directors shall be composed of 
not less than eleven or more than seventeen members, in addi- 
tion to the President, First Vice-President, Second Vice-Presi- 
dent, Third Vice-President, eight Directors at large (and all 
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Past Presidents of the Association who hold membership, or 
whose firms hold membership in the Association), also the 
President and immediate Past President of the Credit Women’s 
Breakfast Clubs of North America. The General Manager 
Treasurer shall be ex-officio. 

Section 3. The General Manager-Treasurer and the Secre 
tary, and such other employees of the Association as may be 
designated by the Board of Directors, shall give bond for the 
faithful discharge of their duties, in such sum and with such 
sureties as may be required by the Board of Directors, said 
bond to be placed in the custody of the’ President of the 
Association 


ARTICLE XI 
NOMINATIONS, ELECTIONS AND FILLING 
VACANCIES 


Section 1. (a) The President, Vice-Presidents and the eight 
Directors at large shall be elected by a ballot at the Annual 
Business Conference in the following manner: On the first 
day of the Conference a Nominating Committee consisting of 
eleven members shall be appointed by the President. 

(b) Two or more members of this Committee 
shall be selected from the list of Past-Presidents in the order of 
their most recent retirement. One of them shall be Chairman 
of this Committee. The remainder of said Committee shall be 
selected from various parts of the country, as the President 
may deem advisable 

Section 2. (a) Said Committee shall present to the Annual 
Business Conference one or more names for the office of 
President, Vice-Presidents, and the eight Directors at large 
The Officers shall be elected for terms of one year each; the 
Directors at large for terms of two years each. Not more 
than one Director at large is to be selected from any one 
District. 

(b) These nominations shall be announced or 
posted in the Conference hall during the second day of the 
Conference together with the names of National Directors 
elected by the respective Districts. 

(c) Nominations for President, Vice-Presidents, 
or the eight Directors at large may be made from the floor 
of the Conference at any time before nominations are finally 
declared closed, immediately preceding the balloting. 

(d) The balloting shal! occur on the last day of 
the Conference. 

Section 3. The President and Vice-Presidents shall be 
elected for one-year terms, or from the Annual Business Con 
ference for one year to the Annual Business Conference of 
the following year. The new Officers shall assume their duties 
at such time, on the last day of the Conference, as may be 
designated by the Board of Directors. 

Section 4. The General Manager-Treasurer shall be elected 
for one year by the Board of Directors, at its first meeting 
following the Conference. 

Section 5. (a) There shall be not less than eleven nor 
more than fifteen District Associations of the National Retail 
Credit Association. Each District shall elect one National 
Director and an Alternate National Director at its annual! 
conference if the term of the National Director expires that 
year. The Alternate National Director shall serve in the event 
a vacancy occurs on the Board of Directors from his District, 
or, if the National Director is not present at any session of 
the Board, the Alternate National Director, if present, shall 
serve in his stead. 


(b) National Directors elected by the respective 
Districts shall take office following adjournment of the Annual 
Business Conference held subsequent to the District Confer 
ences and shall serve until their successors are elected and 
qualified. ‘They shall be elected for a term of two years by 
their respective Districts. A National Director elected by a 
Districts shall take office following adjournment of the Annual 
on the National Board for two full consecutive terms. The 
Directors at Large shall be elected at the Annual Business Con 
ference for two-year terms, four to be elected each year. 

(c) No city shall be entitled to more than one 
Officer or Director at the same time, excepting only when a 
city may be represented by one Director and a Past President 
Directorship and the General Manager-Treasurer of the 
Association, or one Director in addition to either a President 
or a Vice-President. 

(d) Vacancies occurring on the Board of Direc 
tors, representing any District, between Annual Business Con 
ferences, shall be filled by the Board of the District Association 
in which the vacancy occurs, to serve until the next Annual 
Conference 





(e) If the office of the President should become 
vacant, the First Vice-President shall assume that office, the 
Second Vice-President shall become First Vice-President and 
the Third Vice-President shall become Second Vice-President. 
Vacancy occurring in the office of Third Vice-President shall 
be filled pro tempore by the Board of Directors until the next 
Annual Business Conference, when election for this office shal! 
be held in the regular manner. 


ARTICLE XII—APPLICATION FOR MEMBERSHIP 


Section 1. (a) All applications for individual membership 
must be made at the Executive Offices of the Association, in 
writing, together with a remittance for one year’s dues, which 
dues shall be refunded in case the application is declined. 

(b) In case an application is declined, the appli- 
cant may appeal for such decision to the Board of Directors 

(c) Any member who resigns or is expelled 
from an Affiliated Association shall automatically cease to be 
a member of the National Association. 

(d) Applications may be approved and mem- 
bership cards issued by the General Manager-Treasurer or 
Secretary. 

Section 2. (a) When the membership of a Local Associa 
tion is representative of its city, based on population—and the 
Association has provided in its By-Laws that “all of its mem 
bers shall be members of the National Retail Credit Associa- 
tion,” it shall file with the General Manager-Treasurer or 
Secretary, application for membership as an Affiliated Associa- 
tion. The application shall be accompanied by a list of its 
members and one year’s annual dues for each. 

(b) The General Manager-Treasurer or Secre 
tary, upon approval of the Executive Committee, who shall 
vote upon the application by a mail ballot, shall inform the 
Local Association of the acceptance of its application. 


ARTICLE XIII—QUORUM 


Section 1. (a) One-fifth of the total membership of this 
Association who are in attendance, in person, or by proxy, at 
an Annual Business Conference shall constitute a quorum for 
the transaction of business. 

(b) Sixteen members of the Board of Directors, 
including the Officers, shall constitute a quorum for the trans- 
action of business. Four members of the Executive Committee 
shall constitute a quorum 

(c) A majority of the members of any Commit 
tee, either in person or by proxy, shall constitute a quorum for 
their respective committees 


ARTICLE XIV—AMENDMENTS 


All alterations, additions or amendments to the Constitution 
or By-Laws of the Association may be made at any regular 
Annual Business Conference, providing that notice of such 
alterations, additions or amendments is filed with the General 
Manager-Treasurer or Secretary, and such notice presented by 
him to the membership represented thereat, at least the day 
before action is taken thereon. Alterations, additions and 
amendments shall be adopted by a vote of two-thirds of the 
membership represented at such Conference. 


ARTICLE XV—USE OF NAME 


No member other than the Officers, shall be authorized to 


sign the name of the Association to any correspondence. Every ° 


Officer using the name of the Association shall affix the title of 
his office to his signature. It is, however, recommended that 
every member note on his stationery the fact that he is a 
member of the Association. 


ARTICLE XVI—STANDING COMMITTEES 
The Standing Committees shall be: 


(a) Finance 

(b) Membership 
c) Credit World 
(d) Legislative 
e) Pay Promptly 
(f) Educational 
(g) Research 


and such other Committees as the Board of Directors or the 
Executive Committee may designate. These Committees shall 
be appointed by the President as soon as possible after his 
election. 


ARTICLE XVII 
LOCATION OF EXECUTIVE OFFICES 


The Executive Offices of the Association shall be located 
in such city as the Board of Directors shall decide 


Bylaws 
ARTICLE I—PRESIDENT 


Section 1. (a) The President shall preside at the Annual 
Business Conference of the Association and all meetings of the 
Board of Directors and Executive Committee held during his 
term of office. He shall exercise general supervision over the 
interests and welfare of the Association. He shall appoint the 
Standing Committees and fill the vacancies occurring upon 
such committees. 

(b) The President shall appoint all committees 
growing out of the business transacted by the Board and fill all 
vacancies occurring upon such committees, unless otherwise 
provided. He shall call the regular meetings of the Board of 
Directors, or special meetings of the Board, or the Executive 
Committee at his discretion, or upon written request of a 
majority of the members of the Board. He shall have the 
deciding vote in case of a tie. 

Section 2. The Vice-Presidents, in the absence of the 
President shall, in their order, perform the duties of and have 
the same authority as the President. 

Section 3. In the absence of the President and Vice-Presi 
dents, the Board of Directors shall elect from its membership 
a President, pro tempore 


ARTICLE II—GENERAL MANAGER-TREASURER 


The General Manager-Treasurer shall be elected by the 
Board of Directors and shall be the Executive Officer of the As 
sociation, having direct control of the General Office of the 
National Retail Credit Association and all of its activities; he 
shall sign, in the name of the Association, all legal documents; 
he shall employ all necessary clerical help and fix their sal 
aries; he shall be held accountable for the efficient and eco 
nomical operation of the office. He shall be accountable for the 
receipt and disbursement of all funds of the Association and 
shall deposit such funds in such banking institution or institu- 
tions as may be approved by the Board of Directors. He shall 
give notice to members, either by mail or in The Crepir Wor.p, 
of the date of each Annual Business Conference at leas: thirty 
days in advance. He shall render an annual report of the 
Association's activities and finances to the Annual Business 
Conference and make such other reports as may be required by 
the Board of Directors. His accounts and books shall be, at 
all times, open to inspection by the Board of Directors 


ARTICLE III—SECRETARY 


Ihe Secretary shall be a salaried Officer of the National 
Retail Credit Association. He shall attend all meetings of the 
Board of Directors; he shall keep in a book provided for that 
purpose, a true and correct record of the proceedings of such 
meetings; he shall have charge of all books, records and docu 
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ments properly belonging to or appertaining to his office; he 
shall have the custody of the corporate seal; he shall do and 
perform such other duties as may lawfully be required of him 
or as may ordinarily and usually pertain to his office. He shall 
be selected and appointed by the General Manager-Treasurer 
und in whose absence he shall be in full charge of the 
affairs of the National Retail Credit Association. 


ARTICLE IV—BOARD OF DIRECTORS AND 
EXECUTIVE COMMITTEE 


Section 1. The Board of Directors shall dictate the policies 
of the Association and authorize its budget. 

Section 2. The Board of Directors may instruct the Presi- 
dent to appoint such committees as occasion may require and 
as it may deem proper for the carrying out of the objects of 
the Association. 

Section 3. The Board of Directors shall cause the books 
of the General Manager-Treasurer to be audited each year 
immediately before the Annual Business Conference. Such 
audit is to be made by properly qualified accountant designated 
by the Finance Committee. An audit may be ordered by the 
Board of Directors at any time, if in their judgment such an 
audit is necessary. 

Section #4. (a) At the first meeting of the Board of Direc- 
tors, held immediately after the adjournment of the Annual 
Business Conference, three members of the Board shall be 
elected to serve upon the Executive Committee, which shall be 
authorized to transact any special or emergency business aris- 
ing between conference sessions, when so called into session 
by the President, or upon the written request of a majority of 
the members of the Board. 

(b) The President, Vice-Presidents, and General 
Manager-Treasurer shall be members of the Executive Com- 
mittee, by virtue of their respective offices. 

(c) Any action by the Executive Committee shal! 
be reported to the entire membership of the Board. 


ARTICLE V—STANDING COMMITTEES 


Section 1. The Standing Committees shall consider such 
matters as are pertinent to their special objects and shall sug 
gest to the Board of Directors for its approval, such action as 
may seem wise. Each standing committee shall consist of five 
or more members, with the exception of the Finance Committee, 
which shall consist of three members. 

Section 2. The Finance Committee shall prepare and sub- 
mit to the incoming Board of Directors, at its first meeting 
after election, a proposed budget for the ensuing administrative 
year. The Committee shall obtain from the General Manager 
Treasurer, such figures and information as are needed to assist 
in drafting the budget. The Committee shall be furnished by 
the General Manager-Treasurer, on or before the 10th of each 
month, an itemized statement of the receipts and expenditures 
for the month previous, and for the year to date, the liabilities 
at the close of said previous month, with comparative figures 
for the same month and year to date of the preceding year; 
also the accumulated receipts and expenditures for the adminis- 
trative year to date, the amount provided by the budget for 
each expenditure and the balance remaining. No expenditure 
shall be made beyond the provisions of the budget without 
authorization of the Committee. The Committee shall also 
recommend to the Board of Directors the depository of all 
Association funds, all investment of Association funds and the 
selection of its auditors. 

Section 3. The members of the Legislative Committee shall 
be divided into two classes, “Active” and “Advisory.” The 
“active” members shall number not less than five nor more than 
eight; they shall be appointed by the President and may be 
from the same city. The “advisory” Committee shall consist of 
one member from each District Association not represented 
on the Active Committee 


ARTICLE VI—SALARIED EMPLOYEES 


The General Manager-Treasurer shall authorize the em 
ployment of such salaried employees as in his opinion are 
necessary, provided the condition of the budget permits. Any 
emergency expenditure for employment purposes not provided 
for in the budget shall be referred to the Finance Com 
mittee for approval 


ARTICLE VII—VOUCHER CHECKS 


All checks shall be issued in voucher form. They shall be 
signed by the Secretary and countersigned by the General 
Manager-Treasurer of the Association 
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ARTICLE VIII—RULES OF ORDER 


Roberts’ Rules of Order shall govern all Conference meet 
ings. 


ARTICLE IX—ANNUAL REPORTS 


The President, the General Manager-Treasurer, the Secre- 
tary, and all Chairmen of Committees, standing or otherwise, 
shall report in writing to the Annual Business Conference of 
the Association. All books, documents, reports of Officers and 
reports of Chairmen of Committees shall be the property of 
the Association 


ARTICLE X—SEAL AND EMBLEM 


Section 1. The official seal of the Association shall be the 
words, “National Retail Credit Association,” in a concentric 
circle with the words, “Founded 1912,” in the center thereof 

Section 2. (a) The official emblem of the Association shall 
be the seal as above described on a shield, with the words 
“Guard Your Credit as a Sacred Trust” above the seal. 

(b) This emblem may be used upon the station 
ery of any member 


ARTICLE XI 
EMPLOYEES PENSION TRUST AGREEMENT 


Section 1. Trust agreement dated as of the 20th day of 
June, 1947, between the National Retail Credit Association of 
St. Louis, Missouri, a non-profit corporation organized under 
the laws of Missouri, party of the first part, hereinafter called 
“the Association,” and the Trustees, Hugh L. Reagan, Dean 
Ashby, L. S. Crowder, E. E. Paddon and E. Kant, parties of 
the second part, hereinafter called “Trustees.” 

The Trustees under this instrument shall be: (1) the Presi- 
dent of the Association; (2) the First Vice-President of the 
Association; (3) the Chairman of the Finance Committee of 
the Association; (4) the General Manager-Treasurer of the 
Association; (5) One Member of the Board of Directors of 
the Association who shall be elected annually as such Trustee 
by the Board of Directors of the Association 

In the event the First Vice-President of the Association is 
also serving as Chairman of the Finance Committee of said 
Association, then two members of the Board of Directors shall 
be elected Trustees by the Board of Directors of the Associa 
tion so that there shall always be five Trustees qualified and 
acting under this instrument 

All Trustees shall serve without compensation as Trustees 
under this trust instrument and it is hereby specifically provided 
that no Trustee shall be liable for any loss not attributable to 
his own dishonesty or to the wilful commission of an act known 
by him to be a breach of trust. Further, said Trustees may, 
in any contract they make in regard to this trust, stipulate that 
they and each of them, or any of them, are not to be held 
personally liable or responsible, but that the other contracting 
parties must look solely to the trust estate to satisfy any such 
liability. 

The persons herein named as Trustees, the first Trustees to 
act under the terms of this trust instrument, may or may not 
hold the specific offices in the Association hereinabove desig 
nated, but their signatures, an acceptance hereunder, shall 
constitute them and each of them legally qualified and acting 
rrustees under the terms of this trust. It is desirable, but not 
mandatory, that the Board of Directors of the Association 
ratify and confirm the selection of the above named Trustees 

The Trustee, E. E. Paddon, is hereby designated to serve 
as a Trustee hereunder for a period of one year and E. Kant 
is hereby designated to serve as a Trustee hereunder for a 
period of one year, each of said terms to begin to run from 
and after the date of the acceptance of this trust. Hereafter 
one Trustee shall be elected annually from the Board of 
Directors of the Association by the Board of Directors of the 
Association to serve as Trustee hereunder for a term of one 
year. 

Whereas, the National Retail Credit Association desires to 
adopt a non-contributory pension plan for the exclusive bene 
fit of its Employees to be known as the “NRCA Pension Plan,” 
as set forth herein, and as part of the Plan to join in the 
creation of a trust to which contributions are to be made by 
said Association for the purpose of distributing to its Em- 
ployees the principal and earnings of the fund to be accumu- 
lated in the trust arising from the contributions of said Asso 
ciation in accordance with the provisions of the Plan; and 

Whereas, the Plan and the trust to be created, are to be 
administered by trustees as hereinafter and in the Rules and 
Regulations provided; and 





Whereas, by the execution of this instrument, the National 
Retail Credit Association desires to evidence its adoption of 
the Plan and its joining in the creation of such trust, and the 
Trustees desire to evidence their acceptance of the trust 

Section 2. In consideration of the premises and of the 
covenants hereinafter contained and set forth, the Association 
and the Trustees hereby agree each with the other as follows 

Adoption of the Plan, Creation of the Trust and Designa 
tion of Trustees. The Association hereby adopts the Plan as 
set forth herein and in the Rules and Regulations for the 
exclusive benefit of its Employees designated therein, and as 
part of the Plan, hereby joins in the creation of a trust of 
personal property, to be known as NRCA Pension Trust, to 
which contributions are to be made by said Association for the 
purpose of distributing to its Employees the principal and 
earnings of the funds to be accumulated in the Trust arising 
from the contributions of said Association in accordance with 
the provisions of the Plan, and hereby designates the Trustees 
named above as trustees of the Trust. The Rules and Regula 
tions hereto annexed are incorporated herein and made a part 
of the Trust Agreement. 


Section 3. Acceptance of the Trust. The Trustees hereby 
accept the Trust and agree to hold and/or distribute all of 
the principal and earnings of the funds to be accumulated by 
the Trust, in accordance with all the terms and provisions of 
the Trust Agreement including the Rules and Regulations. 

Section 4#(a). Administration. The general administration of 
the Plan and of the Trust shall be vested in the Trustees, 
and any administrative expenses shall be paid by the National 
Retail Credit Association 

Section 4#(b). Majority of Trustees May Act. All powers 
in trust herein given to or reposed in the Trustees of any 
Trust hereby created may be executed by a majority of the 
Trustees for the time being, whether such Trustees are the 
survivors of those herein named, or Trustees hereafter ap 
pointed to execute any of such trusts. And the Trustees may 
act by vote at a meeting and/or by vote in writing wichout a 
formal meeting. 

Section 5. The President of the National Retail Credit 
Association shall serve as Chairman, the Chairman of the 
Finance Committee of this Association shall serve as Vice- 
chairman, and the General Manager-Treasurer shall serve as 
Secretary of this Trust. 

Section 6. The Board of Directors of the National Retail 
Credit Association may, at any special or regular meeting of 
the board, remove any Trustee or fill vacancies between annual 
conferences. 

Section 7. The National Retail Credit Association shall 
have the records of the Trustees audited annually and report 
the financial condition of the NRCA Pension Plan to the Board 
of Directors of the National Retail Credit Association at its 
annual meeting each year. 

Section 8. Initial Contribution to the Trust. United States 
Bonds, as per list attached, the maturity value of which is 
$13,500.00, shall be set aside as part of the Fund. 

Section 9. If at any time, in the judgment of the Trustees, 
the financial condition of the Association or of the Trust is 
such as to justify modification of or temporary or permanent 
discontinuance of the Retirement plan, recommendation of the 
Trustees shall be made to the Board of Directors. A two-thirds 
vote of the Board, approving the recommendation of the 
Trustees, shall be necessary to modify or discontinue the plan. 

Section 10. Should the plan be discontinued at any time by 
the Board of Directors, the Trustees shall, out of the funds 
in the Trust, make such provisions as they deem necessary in 
order to provide for the full payment of Pensions to Pen- 
sioners of such Association who have attained Normal Retire- 
ment Age and have accumulated 20 years or more Accredited 
Service and are eligible for retirement 


The Funds in the hands of the Trustees at the time of dis 
continuance of the plan, shall be specifically designated for the 
future payment of pensions to those employees who have be 
come eligible for such pensioning at the time of discontinuance 
and only in the case of a reserve after payment of all such 
pensions shall any funds revert to the National Retail Credit 
Association. 

Section 11. The contribution of the National Retail Credit 
Association shall be one-half of the accumulated cash surplus 
for each year, not to exceed $2,500.00 per annum. Paymem 
shall be made to the Trustees in May of each year in which 
a net cash surplus is shown. Funds of the Trust shall be 
invested only in securities that are eligible for Trust purposes 

Section 12. Notwithstanding anything to the contrary con 
tained in the Trust Agreement, any right or claim to any 
interest in any of the funds in the Trust which any Employee 
may have, shall terminate when he (or she) is no longer an 
Employee of the Association. 

Section 13. No Pension or other benefit payable to any 
Pensioner under the provisions of the Plan shall be subject in 
any manner to anticipation, alienation, sale, transfer, assign 
ment, pledge, encumbrance, or charge, and any attempt so to 
anticipate, alienate, sell, transfer, assign, pledge, encumber, or 
charge the same shall be void; nor shall any such Pension be 
in any manner liable for or subject to the debts, contracts, 
liabilities, engagements or torts of any Pensioner 


Section 14. The annual pension for each Employee shall be 
25% of the total of the Employee's last annual salary, except 
that in no case shall the maximum amount exceed $1,200.00 
per annum, which shall be paid in equal monthly installments 
If Funds of the Trust should become impaired, payments to 
pensioners shall be on a pro rata basis 

And all of the income and/or principal and income under 
this trust shall be transferable, payable and deliverable only, 
solely, exclusively and personally to the above designated bene 
ficiaries hereunder at the time entitled to take the same under 
the terms of this trust, and personal receipt of the designated 
beneficiaries hereunder shall be a condition precedent to the 
payment or delivery of the same by said Trustees to such bene 
ficiaries. The endorsement of a check shall be considered 
sufficient compliance with personal receipt as required by this 
section. 

Section 15. The pension benefits shall apply under the 
following conditions: 


The plan shall be retroactive as to present employees 
and their period of service 

Female personnel shall have been in the employ of the 
Association for a period of at least 20 years and have 
attained the age of 60. 

Male personnel shall have been in the employ of the 
Association for a period of at least 20 years and have 
attained the age of 65. 


Section 16. In the event of total and permanent disability 
after 20 years’ service, regardless of age, the amount of the 
annual pension shall be paid to the disabled employee yearly, 
in twelve equal monthly installments. Disability shall be certi- 
fied by a physician selected by the Trustees, who shall be the 
sole judges of such disability. 

Section 17. The Trust Agreement shall be deemed to have 
been executed and delivered in, and with reference to the laws 
of the State of Missouri, and shall be governed by said laws 

The signatures of the Trustees hereunder shall 
constitute their formal acceptance as Trustees under the trust 
and/or trusts created in this Trust Instrument. 

Section 18. IN WITNESS WHEREOF, the Officers and 
Directors of the National Retail Credit Assocation have caused 
their names to be signed, and the Trustees have hereunto set 
their hands and seals this 6th day of February, 1948 
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On Becoming of Age 


MRS. HELEN M. LYBOLD, Weinberg’s, Butte, Montana 
Immediate Past-President, Credit Women’s Breakfast Clubs of North America 


LEVEN YEARS ago, when the Credit 

Women’s Breakfast Club became an inter- 
national organization in the city of Spokane, its 
members were ingenuously young in experience 
and in the ways of the credit world. It was with 
paternal indulgence, so to speak, that they were 
accented that year as “an affiliate of the National 
Retail Credit Association.” But it was of vital 
importance to that group of young women because 
they had the faith, vision, and courage to know 
that they were to be an integral part of the vo 
cation of their choice. 

Until that time, girls were seldom employed, specifi 
cally, to handle credits. It happened more often that 
they inherited that responsibility as a part of a filing job 
or that of a stenographer or a bookkeeper, and the 
employer did not always realize that he had hired a 
credit manager. A new account meant new business. 
And it was not until some circumstance forced him to 
examine his accounts receivable, that he realized the 
existence of a problem greater than that of merely selling 
merchandise. 


Skilled Credit Executives 


Again, the employer, oblivious to the fact that skilled 
handling was required, transferred to the girl in his 
office the responsibility of bringing a sale to a profitable 
conclusion, or at least of reducing the loss to a minimum. 
Gradually the “credit girl” recognized the importance 
of knowing something about people to whom merchandise 
was being sold, and took it upon herself to interview the 
customer or to make inquiries about them. When ac- 
counts lagged, she wrote “urgent” notes on the statements, 
notified the customer in various ways, and by degrees 
acquired the technique of a skilled credit executive, mak 
ing herself constantly more valuable to her employer, 
often and for long periods without his realization or 
knowledge that the girl in his office was filling an expert’s 
place. 

When credit offices, as such, existed in an organi- 
zation, girls were frequently hired as assistants to the 
credit manager, usually in a clerical capacity. And 
again, when the credit manager was busy or away, she 
tound herself interviewing applicants, or even passing on 
iccounts. It was only through her faithfulness to duty, 
ind an innate ability, that she was becoming a credit 
woman, because public opinion and management had not 
vet accepted her as such. Credit management was “a 
man’s job.” 

During this period these girls were being sought out 
to join the Credit Women’s Breakfast Clubs from Posey 
ville to Podunk. Recognizing the opportunity for 
development in this superimposed job, they eagerly 
joined the ranks. Amazingly, the “Boss” opened his 
eyes, not very wide, at first, for all his surprise. But 
light into darkness is always a wondrous thing regardless 
of how small the beam and it was monumental that he 
had seen even a ray. 
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As time passed, and study courses proved interesting, 
new girls joined, and through the enthusiasm of the few, 
new clubs were formed. And occasionally a little bud 
of a Breakfast Clubber appeared at Breakfast, suddenly 
transformed into an assistant, or a full-blown credit ex 
ecutive. Progress which seemed relatively slow then. 
appears, in retrospect, miraculously rapid. 
ployers continued to be 2mazed. 


And em 
Then came the wa Male credit managers by the 
score donned the country’s uniforms, and women were 
catapulted, perhaps without title, into executive positions. 
If they had been Breakfast Clubbers, they were trained 
for the job, at least in part. Credit was restricted, but 
there was work to do. There were “skips” to trace, 
hundreds of thousands of dollars in accounts receivable 
to collect and credit applications required a more careful 
screening than ever before. 

The girls were more than adequate. Consequently, 
when the war was over, many of them retained their 
positions. Credit meetings everywhere testify to the in- 
creasing demand for women executives because of their 
ability and efficiency. Today we have credit executives 
at our Breakfast table who are able to advise and instruct 
newcomers, as well as to strive for further knowledge 
in their chosen professions. 

Credit intelligence and efficiency should move rapidly 
forward now, and Breakfast Clubs should have girls 
knocking on their doors for admittance because women 
have arrived in the field of credit. When that admission 
is made, they must look well to their laurels for there 
are stumbling blocks and pitfalls unless they act the age 
they have attained. We may assume that as women ad- 
vance in credit and other careers, they will also advance 
in a steady development of the personal attributes re 
quired of any executive. They must be mature, practice 
tolerance, forbearance, justice and wisdom. Petty prej- 
udices must be ignored. Resentments are not permissible 
and egotism must be overcome. It will be discovered 
that the feminine assets of sincerity, logical reasoning, 
and inquisitiveness, properly channeled, can be developed 
into executive ability. 

I am impressed with a quotation from Captain Nicho- 
son which appears in our Credit manual. It is his ap- 
praisal of a credit manager: “He is a professional execu 
tive possessing some outstanding characteristics. He is an 
analyst, an economist, and a super salesman. He has the 
curiosity of a cat and the tenacity of a bulldog. He 
possesses the friendliness of a little child and the diplo 
macy of a wayward husband. He reflects the patience of a 
self-sacrificing wife combined with the enthusiasm of a 
Sinatra fan. He radiates the assurance of a Harvard man 
coupled with the good humor of a comedian, and 
personifies the simplicity of a mule injected with the 
tireless energy of a Fuller Brush man. He is not a neces- 
sary evil, as he is an absolute adjunct to the structure 
of business. By virtue of having pulled himself up by 
his own professional bootstraps, he is today recognized 





The “New Look” of Consumer Credit 


KAA F. BLUE, President, Foundation Plan, Inc., New Orleans, La. 


HAT IS THIS “New Look” of consumer 

credit they are talking about? Before we 
can answer that, we should ask, “Where do we 
stand and where are we headed?” First, we must 
consider that the Federal Reserve Board reports 
over $16 billion of consumer credit outstanding, 
including charge accounts. In 1940 there was 
only $10 billion outstanding; in 1929, the figure 
was around $6 billion. 

Lest that comparison should appear alarming, let me 
hasten to call your attention to the fact that the $16 
billion consumer credit outstanding today, covering all 
instalment purchases and charge accounts, equals less 
than one month’s income. What experienced credit 
executive would say that a man is overextended who 
owes less than one month’s income, including purchases 
of durable goods such as automobiles, refrigerators, wash 
ing machines, and other semi-permanent purchases? 


Another most important consideration, is the reserve 
of savings in the hands of the public, not including banks. 
It was recently reported that the public holds over $56 
billion in Government Bonds, of which over $33 billion 
is in E Bonds of smaller denominations. In addition, 
savings have substantially increased in life insurance, 
building and loan and other investments, as well as sav- 
ings bank deposits. Employment is high with nearly 
60 million persons employed at high wages. Merchandise 
and commodity inventories are not excessive. In fact, 
they can be said to be bordering between conservative 
and low. This means necessary buying to meet even 
normal demand. The public still has many unsatisfied 
wants and it has the money or the reserve credit to buy, 
when it feels prices are right. 

We must consider that the ““New Look” in consumer 
credit is primarily a matter of terms. When Regulation 
W died a natural and mostly unmourned death, on June 
30, bankers predicted no substantial loosening of terms 





as topflight management.” But Captain Nichoson seems 
to think that credit management is still a man’s job. 
Do you remember that period in your school days 
when the teacher gave you a lecture on a three-letter 
word spelled “can”? She told you that you can learn 
to roller skate without having to eat at the mantle for 
three days afterward. You can learn to like English. 
You can work that arithmetic problem. You can even 
become president of the United States. And if the 
teacher failed to make a point, Mr. Webster does, when 
he says that can means “to be able—to possess power, 
physically, morally or mentally.” Have you noticed 
that the first letters of each of the organizations with 
which we are so closely associated spell “can’’; Credit 
Women’s Breakfast Clubs, Associated Credit Bureaus of 
America and the National Retail Credit Association? 
When the possibilities of these three groups are con- 
templated endless opportunities for constructive activity 
present themselves. No one of our three groups can 
accept this challenge without the support of the other 
two which make up that powerful little word, “can.” 
We women who represent the first letter of this 
mighty little word set the course. We have taken and 
must hold our important place in the positive construction 
or reconstruction of the economy of our country. We 
must work together as a unit, forgetting petty prejudices 
and hurts. We must act with dignity, forthrightness and 
courage or the thousands that we number on our roster 
rolls are meaningless. It is a thrilling challenge because 
we are down to grass roots working with individuals, 
with people, and to work with people is to like people 
and to like people honestly is to live joyously. Let us 
look well to our job, do our part to keep our three-letter 
work intact and use that power which we possess to do 
big things in our chosen profession. When I attended 
the meeting which constituted the birth of the Credit 
Women’s Breakfast Clubs of North America, although 
it was a thrilling experience, there was nothing to indicate 
that eleven years later I would be privileged to serve in 
the capacity of International President. Affiliation with 
no other club could inspire me with greater pride and joy. 


The Credit Women’s Breakfast Clubs may be proud of 
their success, and of the notably brilliant future in store 
for them. They may also be proud of the good they may 
achieve in a worthwhile civic and economic betterment, 
through efficient service to their employers. For by work- 
ing together with a common purpose and goal, credit 
women can play an important part in stabilizing our 
national, and even our international economy. wk 
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% A midwestern specialty store wants a collec- 
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as to down payments and length of time. Banking 
Magazine of August, 1949, published an elaborate 
schedule for the guidance of their friends, adhering 
largely to the terms previously permitted. 

However, the fact that the banks (who control an in- 
creasing amount of instalment credit) generally follow 
the recommended, conservative schedule, has not pre- 
vented others from giving more and more liberal terms. 
Led by a governmental agency, F.H.A. loans for remodel 
ing, repairs, etc., ceased requiring any down payment 
whatever. Sears, Roebuck and Co. and Montgomery 
Ward announced $5.00 down on purchases up to $200.00 


and $10.00 down above $200.00 with 24+ months to pay. 
Lately many stores are advertising NO DOWN PAY 
MENTS with 24 months to pay. 

The Wall Street Journal of September 6, reports that 
“No down payment spurs sales for some but not for 
others.” The banks and most finance companies will not 
handle “No Down Payment” paper. What can the 
smaller independent do? One store solved its problem 
by advertising, in a dignified way, that they met terms of 
competitors. During the following week their sales of 
refrigerators and other household appliances greatly 
increased. 

Voluntary Down Payments 


Yet, due to the skillful handling of the sales force 
and the credit department, over 80 per cent of those 
purchasers did not want as long as 24+ months to pay, and 
most of them made down payments voluntarily, to lower 
payments and reduce carrying charges. So, the answer to 
the “New Look” of credit terms would appear to be, 
“Yes, we meet competition, but perhaps it is not to 
your advantage to accept the maximum terms.” 

The answer, “Yes, but . . .” is a powerful combination 
to use on a customer. “Yes,” to enable you to get into 
step with his expressed wishes, then a casual and courteous 
“but” to swing him into the direction of your sound 
and conservative policies. On the other hand, how can 
you be hurt by selling durable goods, like household ap 
pliances, with no down payment, provided you use proper 
discretion in choosing the risk, any more than you should 
in selling clothing of an equal amount. The appliance 
will long outlast other purchases in service and satis 
faction to the buyer. 

We also have a “New Look” as to the collection of 
consumer credit. The older men in the collection field 
will remember the methods and forms used some years 
ago. After a preliminary reminder or two, you began 
to threaten the debtor with lawsuits, judgment and 
garnishment. ‘The debtors were used to it. A fellow 
whose accounts were past due said to the collection 
manager that he did not complain about his letter calling 
him a dirty crook, but that he did resent his under- 
scoring those words. 

Today we use vastly different collection methods, 
and with increasing success. We use persuasion on the 
debtor and attempt to educate him to the advantages of 
paying promptly. However, the importance of prompt 
payment should be emphasized and when necessary, re 
peated reminders and courteous but emphatic requests of 
payment should be made. Credit bureaus in various cities 
have found it advantageous to publish a series of dis 
play ads in the newspapers, to educate the public as to 
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the importance of prompt payment. Credit granters of 
Mobile, through their credit bureau, have been doing 
this recently. Here are a few of their headings: 

“Regardless of social position, it’s how you pay that 
counts.” 


“Justify their faith in you. Pay up this month, don't 


carry over balances!” 
“A reminder—you make your own credit record. Pay 
your bills promptly by the 10th, or exactly as agreed.” 

No consideration of the “New Look” of consumer 
credit would be complete that did not include the increas 
ing costs of handling it. This situation can rarely be met 
by any increase in the carrying charges. The general 
answer to this problem is increased volume and the higher 
prices of today’s merchandise. Some, however, have 
found it necessary to have a minimum charge for any 
club plan. Also, some have found it necessary to shorten 
the time of payments, without reducing the amount of 
the carrying charge. An abuse of this practice has 
brought regulation in some places and it is not to be 
encouraged. 

Did you think that all regulation of consumer credit 
is off? Recently, the Federal Trade Commission con- 
ducted hearings on an important phase of consumer credit. 
It is worth noting that this marks a profound improve 
ment in the bureaucratic attitude as these conferences 
proceed in regard to the expected regulation. These 
meetings have-as their purpose the elimination of hidden 
charges, called the “Pack,” in sales financing and the 
prohibiting of kick-backs to the dealer or the salesman, 
of part of the fees charged the customer. 

Had the industry itself corrected this well-known evil 
as urged by the Better Business Bureaus throughout the 
country, it would not now be the subject of legislation 
in many states and of regulation by the Federal Trade 
Commission. Today, the Better Business Bureaus, here 
as elsewhere, ask the discontinuance of misleading adver 
tising as to merchandise, or as to terms. 

For instance, they state that it is wrong to advertise 
the sale of a refrigerator, for $219.00 with “No down 
payment, 24+ months to pay,” without stating clearly that 
finance charges are added to the quoted price. The acting 
chairman of the Federal Trade Commission, Hon. Lowell 
B. Mason, recently stated: “I count it the duty of 
government to make the rules of fair business conduct 
generally observed so that no law-abiding merchant 
suffers the handicap of too many competitors who won't 
tell their customers the truth.” 

From these considerations, we should conclude that 
there will be enough good business for those who go 
ifter it, and that it is not necessary to go overboard and 
follow unsound practices in order to meet competition. 
We should be thankful for the more effective collection 
procedures of today. We should realize that if we do 
not police our own businesses and follow reasonable and 
ethical procedures, we shall have regulation in an in 
creasing degree, not only by legislation, but by directives 
of the Federal Trade Commission. Much of this regu 
lation can be avoided by cooperation with your Better 
Business Bureau which preaches, “What is good for the 
public is good for business.”” Consequently, we should 
look forward at this time with encouragement and the 
confidence that if we strive conscientiously we shall be 
rewarded with gratifying results. wee 
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| SING advertising to educate the public into a proper realization 

of the necessity of paying bills promptly is not a new idea. 
Retailers have been quick to realize that the power of newspaper 
advertising can be applied just as successfully in getting people to pay 
for their merchandise as it has been to get them into the store to buy. 


For this purpose, the National Office has prepared a new series of mats 
which includes 17 Pay Promptly and 1 Returned Goods ads. These 
mats, ready to hand to your newspaper, come in two popular sizes: 
6 x 9 inches, $2.50 each, and 4 x 6 inches, $1.75 each. Ad No. 11R 
(in 4” x 6” size) is shown above—-actual size. It can be used early in 
December to stimulate Christmas business and collections for your 
members. ‘ 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING SAINT LOUIS, MISSOURI 








CREDIT WORLD 
DECEMBER 1949 


15 





A New Department 


LOCAL CREDIT Association programs, for both 
noon and evening meetings should provide topics for 
discussion that are practical and helpful to the credit 
granter in coping with the actual problems that arise 
every day. (Questionnaires that were sent out seeking 
information as to ways of making credit meetings more 
effective and attendance producing, brought out the 
overwhelming preference for the educational type of 
program. 

For example, Gerald Brooks, Credit Manager, Me 
Farlin Clothing Company, Rochester, New York, and 
President of the Rochester Retail Credit Association, 
says: “We have devoted practically every meeting in 
the past three or four years to credit subjects 
older, experienced people do not realize how many 
voungsters there are in credit work who are just grasping 
tor help in their daily tasks. Our meetings seem 
to bring in faces we haven’t known previously, and the 
education of these new people helps everyone in main 
taining the standards of good credit granting.” 


Comments From Members 

Another comment from Frederick W. Walter, Credit 
Manager, The Bailey Company, Cleveland, Ohio, and 
Chairman of the Educational Committee of the National 
Retail Credit Association, bears out the same thought 
“Perhaps a great many of us oldsters have not stopped 
to think of the changes taking place in our offices. To 
be sure, fortunately, there have been key people who have 
stayed on during the second war and its aftermath, but 
the rest of the individuals coming to the offices have 
been without any experience at all, and certainly need 
credit education.” 

Many other comments that we have received carry 
out the same theme. It is clear that our principal job 
is education. The task confronting every local program 
chairman, is to provide meetings of such realistic and 
concrete value that members will be helped and guided 
in their daily work by what they hear and see at these 
meetings. 

To this end we shall present as often as possible 
in this department of The Crepir Wor.p, ideas for 
such programs. Our role will be that of a clearing 
house for suggestions and ideas. Please contribute your 
assistance. Tell us the name of your program chairman 


Notice 


The National Office has prepared a four page listing 














of additional program suggestions for local credit asso 
ciations. Copies will be gladly sent on request to Pro- 
gram Chairman, President, and Secretary of unit, and 
to Bureau Manager on request. Enough ideas to provide 
you with a series of constructive and instructive meetings. 
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in order that we may send him additional material. At 
the same time inform us of any effective plans you have 
successfully worked out. 

An interesting and worth-while meeting could profit 
ably be devoted to credit office correspondence. As an 
experiment try this suggestion. Have each member 
submit, on plain paper, and without any identifying 
marks, two or three actual letters now being used. Have 
the letters read by the chairman, and constructively 
commented on and possibly criticized by the members 
You will be surprised at the interest in correspondence 
that will be created and at the subsequent improvement 
of all your letters. 

It is usually difficult to develop questions from the 


Hoor. Some members are reticent about getting up and 


isking questions. Possibly they feel their question might 
suund elementary. You can overcome that by asking 
your members to send in, again without identifying marks 
‘wo or more questions on problems in which the member 
is interested. These questions can be read to a panel of 
several credit executives, representing different lines of 
business, along with the bureau manager. Lively 
general discussion will be stimulated by the varving 
opinions that are sure to be expressed. 

The official textbooks recommended for Credit Schools 
offer an almost fathomless mine of information which 
can be explored for topics for credit meetings. Here 
are the titles: Important Steps in Retail Credit Oper 
ation, Retail Credit Fundamentals, and Retail Credit 
Vianagement all by Dr. Clyde William Phelps and 
Streamlined Letters by Waldo J. Marra. For example 
chapters of Important Steps in Retail Credit Operation 
could be taken in succession, devoting a meeting to each 

Not for a long time has there been greater need for 
i well informed and cooperative credit association mem 
bership. The days ahead will bring many challenging 
and complex problems. The more authoritative our 
management, the more secure and sound will be the 
structure of credit. 

Upon the local association depends the community's 
credit health, and the maintenance of standards in credit 
granting, and consumer understanding that will success 
fully ride any circumstances. Let us firmly resolve to 
make our credit meetings of such outstanding significance 
that one hundred per cent attendance will be common 


Your Cooperation Please 


A recent questionnaire to members indicates that the 
readers of The Crepir Wortp want more practical in 
formation on everyday problems of the credit depart- 
ment. The pages we devote to Letters, SALES Pro 
MOTION, CREDIT AND COLLECTION PROCEDURES, CREDIT 
CLINIcs AND COLLECTION SCOREBOARD find particular 
approval. The National Office would like to give you 
these departments monthly. 





You will understand that to accomplish this, we need 
your cooperation. In order to publish the material, we 
must first obtain it. You are invited to send in any 
item or items that you think will benefit the profession. 
Our role will be that of a clearing house of ideas and 
procedures. Your cooperation is essential to accomplish 
the purpose of making The Crepir Wor tp an effective 
factor in the betterment of credit management. 

Cooperation is a two-way street, and in addition to 
soliciting your contributions we are glad to give you 
any help on your perplexities. Write to us if you have 
a special problem. If we do not know the answer, we 
know where to obtain it. 


Open House at Cleveland 


On October 19, 1949 The Cleveland Retail Credit 
Men’s Company (Credit Bureau of Cleveland) held an 
open house for their members. Between the hours of 2 
P.M. and 8 P.M. the Bureau welcomed some 500 
visitors at their headquarters in the National City Bank 
Building. Everyone signed a registration card and all 
received punch, cookies and a carnation. Not only was 
the event a great benefit to the visitors but it also served 
as an inspiration for the Bureau’s personnel. Everyone 
expressed their surprise and appreciation of the expanded 
functions of the Bureau. An eye-catcher was the 
Bureau's massive files containing more than 2,500,000 
credit records on people living in Cleveland and surround 
ing territory. Another point of interest was the col 
lection department, which has collected $247,000 so far 
this year for their members. The N.R.C.A. cong:atulates 
the Cleveland Association on this historic occasion. An 
open house is one of the most successful ways to secure 


“better member-bureau relations’ which has been the sub- 
ject of considerable discussion for the past several years. 

Shown in the upper left-hand picture below are: 
Ellen Weldon and Irma Manke of the Bureau staff 
welcoming W. E. Travis and Paul Schlesinger of the 
Cleveland Electric Illuminating Co 

In the lower left-hand picture are: Mrs. Catherine 
Bartlett, Trade Department Manager and her assistant, 
Kathryn McGann, explaining the operation of one of the 
six stations to Steve Cool, Union Bank of Commerce, and 
Nora M. Kilcoyne, Florence A. Brow and Harry W. 
Howell, East Ohio Gas Co. Mrs. Bartlett is a Past 
President of the Credit Women's Breakfast Clubs of 
North America. 

In the upper right-hand picture are: Von Dale 
Brookins and on the right, Gordon W. Gray, Assistant 
Secretary of the Cleveland Retail Credit Men’s Company 
showing one of the many files to Clifford W. Tobey, 
East Ohio Gas Company, President of the Credit Bureau. 

In the lower right-hand picture are a group of the 
trustees and Bureau management observing the operation 
of the Finance Board. Left to right are: William H. 
Gray, Secretary, Credit Bureau of Cleveland; Joseph J. 
Ost, Credit Manager, Cowell and Hubbard Co., and 
Treasurer, Credit Bureau of Cleveland; Clyde C. Kortz, 
Credit Manager, Higbee Co.; Clifford W. Tobey ; Joseph 
L. Fowler, Credit Manager, The May Co., and Vice 
President, Credit Bureau of Cleveland: and Gordon W 
Gray. . 

For further information on how to organize and con 
duct an open house, we suggest that you write, Gordon 
W. Gray, The Credit Bureau of Cleveland, National 
City Bank Building, Cleveland, Ohio. 


CREDIT WORLD 17 


DECEMBER 1949 





Watch Out for Those Checks 


ANK CHECKS are a common means of transact- 

ing business. They are accepted freely by stores 
and business houses. Because this is so the bad check 
passer is successful in defrauding merchants of a sum 
estimated at three hundred million annually. The holi- 
day season is the bogus check artists’ best time and it is 
particularly necessary now to alert all in the store who 
are concerned with okaying or accepting bank checks to 
proper precautions to use in preventing loss. 

Especially do the new and extra people need briefing. 
The bad check passer is smart. and knows that when 
stores are crowded and personnel hard pressed to main 
tain service he has the best opportunity to overcome the 
usual safeguards and precautions. 

Perhaps no other kind of business transaction is so 
susceptible to fraud. It is important to remember that 
no matter what you call the transaction, you are actually 
granting credit when you accept a check. Stores have 
elaborate systems of protection against the credit cheat, 
but often allow themselves to remain wide open to this 
equally important mode of extending credit. ‘They will 
frequently accept a check in payment for merchandise 
or even cash it outright, presented by a person to whom 
they would not think of giving credit accommodations. 

Here are a few simple rules to be given to your credit 
department personnel, floor service supervisors, cashiers 
and others concerned with bank checks. 


Do Not Allow Yourself to Be Rushed 

The skilful operator will feign great hurry and at 
tempt to catch you off guard. Seeking a moment when 
vou are busy, he will ease himself into your office and 
smoothly convince you of his importance. He may even 
use the name of one or more of your own top executives. 
Many and clever are the ways of getting that necessary 
ipproval on his check without investigation. “Take time 
to scrutinize both the check and the person presenting 
it. As the check is handed to you, train yourself to scan 
it quickly for these factors. You will be surprised at 
how much trouble you will save for yourself and your 
firm by accuracy in these details. 
1. Is it dated correctly? 

Is there agreement in the figures and the written 
amount ? 
3. If drawn on a customer's form is the name of bank 
shown ? 
4+. Is there such a bank? 
5. Is the check signed ? 
6. Is the signature legible? 
7. Have addresses been given for all parties to the check 
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Are there such addresses? 
Unless the check passes all these requirements, insist 


on correction. 


Know Your Endorser—Require Identification 


This warning appears in bold face type on all govern- 
ment checks and we should do well to make it our 
rule. As to what constitutes proper identification, it is 
not easy to define completely. Any kind of identification 
can be counterfeited. Too much identification properly 
irouses some suspicion. Ordinarily people do not carry 
around with them the mass of identification on which 
the bad check passer often relies. 

Most authorities agree that a driver's license is a 
sate means of identification. It is rarely counterfeited and 
in most instances bears the signature of the person which 
may be compared with the signature given on the check 
Physical description may also be compared with that 
given on the license. It is desirable to note the license 
number, date and issuing state on the face of the check 
is the back is apt to be covered with endorsements 
Work badges and passes to industrial plants are con 
sidered reliable means of identification particularly if a 

cture of the individual is shown. The A.B.C -erd 
system of pay roll check identification is usual, —u 
provided the signature on the card and the check agree 
Give little credence to Social Security cards. ‘They were 
never intended to be used as identification. Any person 
who desires can obtain as many as he wishes under as 
many names as he can invent. Membership cards are 
not to be taken too seriously as positive identification 
Credit cards issued by hotels and banks may be accepted 
if containing supporting data as to the person to whom 


issued and are currently dated 


Identification Methods 


In this matter of identification, the person approving 
the check must use intelligence and persistence until n 
doubt as to the identity of the applicant remains. Oj 
course those stores having credit authorization systems 
using plates or coins or cards, use those, as sufficient and 
proper identification. Whatever the means of identi 
fication it is important to note the details on the face 
of the check so that later the transactions can be recalled 
ind particularly in order that the record of the sale 
if one occurred, can be found 

Instruct floor supervisors that unless they are satisfied 
is to. both the check and the person presenting it, refer 
ence must be made to the credit office. The honest 


(Turn to ‘‘Bad Checks,’’ page 21.) 





A page devoted to improving the mutual cooperative relationship between members of 
the National Retail Credit Association and the Associated Credit Bureaus of America 


Working Together 


ECENTLY, ACB « 


in St. Louis. 


A’s executive committee met 
We af ussed, among several sub 
jects, the important responsibility of credit departments 
and credit bureaus to credit customers—those priceless 
customers who “pay” our salaries! 

Attending our meeting as special representatives of the 
National Retail Credit Association’s credit bureau service 
committee and the Credit Management Division of the 
National Retail Dry Goods Association were Earl | 
Paddon, credit executive of Lammert Furniture Com 
pany, and Dave Bolen of Famous-Barr Company (both of 

Louis). Credit Bureau of St. Louis manager A. J 
Kruse—chairman of ACB of A’s credit bureau service 
committee—also attended. 

For the past five years, we have worked closely with 
these three special committees to improve local and inter 
bureau credit investigations and reporting. Some of the 
following problems were studied : 

First, there is the problem of incomplete information 
on the application. How often does each credit granter 
secure the full name, present and former residence ad- 
dresses, and employment data as well as former trade 
references of each new applicant or customer whose 
credit account will be solicited ? 

Not only is that a vital question in local inquiries, but 
relaying the necessary identifying tacts to an out-of-town 
Incorrect 
names, faulty addresses, no trade references, and the 


investigating bureau is always a_ necessity. 


time-waster misspellings—all these aggravations prevent 
our cooperating forces from working together. 

Another problem in securing information arises when 
the applicant comes from a small town miles away from 
the credit bureau which your own bureau contacts. Mail 
delays, slow service from area correspondents—these 
things seriously detract from credit granters’ properly 
serving credit customers. 

A third problem is how to increase credit granters’ 
understanding about credit bureau cooperation and bureau 
operational problems—and conversely, to get the bureau 
manager to see the problems of promptly serving credit 
customers. 





To do more business profitably, and to help 
locate “lost customers,” always take a com- 
plete credit application from all new accounts 
and check these through your Credit Bureau. 











In this connection, Mr. Bolen explained at our meet 
ing that all Famous-Barr scheduled ads pass over his 
desk. He is consulted in advance on all contemplate 
credit sales events that may “swamp” his own credit 
department personnel. Then he can arrange for more 
interviewers, enlarge his processing of these extra credit 
applications, and consult with Mr. Kruse of his local 
bureau about the extra calls the coming credit sales event 
may create, 

Said our president, Harry Earl of Salt Lake 

Dave, that’s really working together. Our 
average report requests generally can be serviced 
promptly, but add 200 to 1000 additional calls 
for even such a short time, and we have 


City 


members 


a day 
‘log jam.’ 

In a relative way, every other credit bureau will reach 
this state of affairs. Consequently, many credit bureau 
managers ask why credit granters can’t always 
them before promotional credit sales. “Well,” said Mr 
Paddon, “that should be done whenever possible, but at 
times we find that a minor sales ad will draw an abnormal 
group of new credit applications we couldn't forecast 
Other Problems Discussed 
troublesome problems of rush 
s advantages, and its disadvantages by putting 
an extra burden on both other credit granters 


notify 


We discussed other 


service it 


and the 
local credit bureau; the turnover of experienced per 
sonnel in credit departments and credit bureaus; the 
normal shortages that contribute to slow service: the 
need of educating and re-educating: and the absolute 
necessity for complete harmony between credit depart 
ments and the local credit bureau. 

This meeting emphasized how important it is for each 
of us to see the other’s problems and why we must work 
together. Why not conduct an open forum discussion 
of these topics at your own next credit association or 
granters’ meeting? You'll probably find there are some 
misconceptions about the credit granting picture in your 
community. I believe a frank, man-to-man discussion 
not just once, but periodically—will iron out many 
misunderstandings. 

Working together will build profitable credit sales 
but teamwork can’t be secured by wishful thinking. The 
winning football team reviews in “skull-practice”’ its 
coming game, and then conducts a post-mortem to review 
its mistakes. We credit folks should work together 
locally and nationally to serve better the goddess of con 
sumer credit—your present and future customer—who 
will buy more, if wisely served. ane 
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Authorization at Macy's, Kansas City 


With the cooperation of the Southwestern Bell Tele- 
phone Company, Macy’s, Kansas City (formerly John 
Taylor’s), have recently installed a rapid and efficient 
authorization system. The accounts are divided into 
eight divisions for cycle billing purposes. Credit authori 
zation is accomplished in record time by the salesperson 
dialing CR and the first letter of the customer’s sur 
name. Thus, Mrs. John Doe would be dialed CRD. 
The call goes directly to the credit office authorizer 
responsible for that division of accounts. The store 
is well pleased with the installation and considers that 
a definite contribution has been made toward improve 
ment of credit office service. It is pointed out that the 
credit office authorizer, handling only authorization with- 
in the group of accounts for which she is responsible, 
means increased efficiency and accuracy. 

Radio Spot Announcements at Pittsburgh 

The Publicity Committee of the Retail Credit Asso 
ciation, Pittsburgh, Pa., has arranged for spot announce- 
ments on Radio Station WCAE each Saturday morning 
between 8:00 and 8:15. The Committee consists of 


Harry E. Wilson, Chairman, Col. Franklin Blackstone 
and A. W. Blieszner. 


Positions Wanted— 


Younc Crepir MANAGER and Comptroller desires 
position with financially sound firm. Excellent refer 
ences. Box 1291, The Crepir Worvp. 

SINGLE MAN, excellent character and education, with 
20 years of executive credit experience and office manage- 
ment, desires change. At present in banking field but 
would like to return to credit and office management in 
a furniture, appliance or music store in work more 
kindred to past experience. Box 1292, The Crepit 
Wokr_p. 

YOUNG MAN with seven years’ experience in book- 
keeping, pay roll, inventory costs, accounting, billing, 
credits, etc., now taking course in credits, desires 
position. References. Will consider beginners position. 
Box 1293, The Crepir Wor vp. 


For Sale 


Crevir Bureau located in prosperous county seat 
lowa town, with good trade territory. All new equip 
ment. Splendid opportunity for man to handle collec 
tions and wife to operate office. Price, $4,000, including 
ample training period. Box 1294, The Crepir Wor p. 





Coming District Meetings 


District Two (New York and New Jersey) will hold 
its annual meeting at Hotel Syracuse, Syracuse, New 
York, April 16, 17 and 18, 1950. 

District Six (lowa, Minnesota, Nebraska, North Da 
kota, South Dakota, Superior, Wisconsin and Manitoba, 
Canada) will hold its annual meeting at the Radisson 
Hotel, Minneapolis, Minnesota, March 26, 27 and 28, 
1950. 

District Seven (Arkansas, Kansas, Missouri and Okla 
homa) will hold its annual meeting at the Marion Hotel, 
Little Rock, Arkansas, March 12, 13 and 14, 1950. 

District Eight (Texas) will hold its annual meeting 
in Fort Worth, Texas, May 21, 22 and 23, 1950. 

District Nine (Colorado, New Mexico, Utah and 
Wyoming) will hold its annual meeting at the Vail 
Hotel, Pueblo, Colorado, April 23, 24 and 25, 1950. 

District Ten (Alaska, Idaho, Montana, Oregon 
Washington, Alberta, British Columbia and Saskatche 
wan, Canada) will hold its annual meeting at the Daven- 
port Hotel, Spokane, Washington, May 12, 13, 14, 15 
and 16, 1950. 

District Twelve (Delaware, District of Columbia, 
Maryland, Pennsylvania, Virginia and West Virginia) 
will hold its annual meeting at the Hotel Statler, Wash 
ington, D. C., February 12, 13 and 14, 1950. 


Credit Education in Minneapolis 

Minneapolis is spending $6,700.00 this year for “pay 
promptly” publicity. The advertisements currently ap- 
pearing in Minneapolis newspapers are well executed 
and effective. Month after month, Minneapolis achieves 
a collection percentage which puts that City at the 
top of the collection scoreboard. This constant and 
consistent consumer education program, carried on over 
the past quarter century, accounts in great part for the 
splendid credit conditions that prevail in Minneapolis. 

The N.R.C.A. congratulates the Minneapolis Retail 
Credit Association on this outstanding achievement. 


Help Wanted 

CONTROLLER, OFFICE MANAGER. Thorough- 
ly experienced with all department store accounting 
and credit operations. Excellent opportunity for 
young man desirous of promotion. Give full infor- 
mation regarding accounting, education, business 
experience, qualifications, reason for changing posi- 
tion, salary earned, personal data and references. 
Confidential. Write 822 Republic Bank Building, 
Dallas, Texas. 








Ever Loaned Your Credit World? 


WE'LL WAGER you've often said: “You must read this article in The Credit World . . . here, 
take my copy!” That’s why we thought you'd like for us to send a free copy of a recent issue to 
friends of yours who have not really “discovered” how stimulating The Credit World can be. 

We will be glad to send a copy to as many as five of your friends if you will send us their names 
and addresses. There is no cost to you or your friends, however, if they indicate to us that they want 
to receive it regularly, their membership will be solicitated. Address, National Retail Credit As- 
sociation, 218 Shell Building, St. Louis 3, Missouri. 
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Credits and Collections (Richard P. Ettinger and 
David E. Golieb, Prentice-Hall, Inc., 70 Fifth Ave. 
New York 11, N. Y., 393 pages, $5.35). This book 
adequately covers the field of credits and collections. 
This revised third edition has brought the material up 
to date. It is a practical discussion of essential principles 
credit analysis, and covers a wide range of the practices 
of manufacturers, wholesalers, retailers and bankers 
This work is intended to serve as a textbook as well as 
a source of information for those with practical experi 
ence. Chapters contain subjects pertaining to questions 
such as “What Is Credit?” “Classes of Credit,” “Ele 
ments Determining the Credit Risk,”’ “Sources of Credit 
Information,” “Credit Limits,” “The Credit Office,” 
ind many others. The questions at the end of each of 
the twenty-two chapters may be used as a review of the 
information it contains. 

xx«r* 

Twenty-First Boston Conference on Distri- 
bution (Retail Trade Board, Boston Chamber of Com 
merce, 80 Federal St., Boston 10, Mass., 92 pages, 
$3.90). This contains the addresses of 20 
speakers at the annual conference held in Boston last 
October. The conference is a national forum and annual 
uppraisal, by 


report 


outstanding authorities, of the economic 
forces and trends affecting the business of distribution 
The National Retail Credit 
cooperating organizations in 


of goods and commodities. 
\ssociation is one of the 
these annual conferences. 


kk * 
An Outline of Money and Banking (Barnes & 


Noble, 105 Fifth Ave., New York 3, N. Y.., 


$1.25). This is a concise exposition ot 


240 pages, 
paper cover, 
monetary and banking institutions from both a domestic 


and an integnational point of view, plus 


“Bad Cheeks” 


Ts (Beginning on page 18.) TM 


person will not mind a few formalities, while the dis 
honest one hesitates to get very far away from the point 
of easy exit. In the credit office do not allow yourself 
to be stampeded into quick action. Make whatever refer 
ence to your records or the directory you deem necessary. 
Indeed, to seek some 
reason for leaving your office. The bad check artist is 
a nervous person and your prolonged 


him and the chances are he will be 


if in doubt it is good psychology 


absence will alarm 
gone when you return 


After the Check Is O.K’d 

There is always a possibility that the check you have 
approved might be raised or the initials of O.K. be 
transferred to a check of a larger amount. To forestall 
this, wherever possible, some person of the staff should 
accompany the person to the cashier. Where this is not 
feasible, a code could be used to indicate to the cashier 
the amount of the check. For example, the word UP- 
HOLSTERY was used by one 


store as the code. 


large midwestern city 
Its ten letters were 
the amount. Thus L.Y. would mean $50.00, 
L.Y.Y. would indicate the amount to be $500.00. 

In general, 


used to show 
while 


regard check acceptance as a necessary 
part of business procedure, but use the same precautions 
to prevent loss that you employ in other forms of credit 
extension. Satisfy yourself as to the identity, responsi 
bility and character of the person offering the check. 


Be Especially Alert to These: 
Check presented by a minor. 
Check for an unusually large amount. 
Check presented by a drunken 
Check drawn on distant bank. 
When a stranger asks you to fill out the check 
Customer is in a great hurry. 
Checks presented out of banking hours. 
Two name paper. 
Payroll checks, 


, or unbalanced person 


without proper identification. 





summaries of the functions and oper 
itions of trust companies, farm credit 
urban real 


agencies, investment banks, 


estate institutions and consumer credit 
organizations. Of special interest is a 
discission of contemporary developments 


in the field of monetary theory 
x** * 


A Dictionary of Economics 
(Barnes & Noble, 105 Fifth Ave., New 
York 3, N. Y., 268 pages, paper cover, 
$1.50). This book, by Harold S. Sloan 
ind Arnold J. Zurcher, is a significant 
ittempt to standardize the many eco- 
nomic terms which have long caused 
controversies among economists and con 
fusion among laymen. It contains more 
than 2,400 encyclopedic definitions of 
terms in phase of economics. 
There is also a practical system of cross 
references which enables the reader to 
issemble the desired material. 


Assets 
Liabilities 


every 





money. 


Surplus to policyholders e ° ° ‘ a é 
Losses paid to December 31, 


wt Banker Should Kuow. 


id 


As an Insurance Buyer . . . that coinsurance will save 
A complete description of what the money- 
saving coinsurance clause is and how it works will be 


mailed you on request. 


THE PHOENIX-CONNECTICUT GROUP 


OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 


Combined Statement December 31, 1948 


“2s © © © © © « « 800080500 
7,589,157 
54,633,425 

1948 oa 422,822,252 
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W. H. BUTTERFIELD 


HE MAN who said “There are more ways than 

one to skin a cat” might have applied the same ob 
servation to the writing of collection letters. One 
method irritates the customer and still fails to get the 
money. Another collects the money, all right, but loses 
the customer. A third method gets the money and 
keeps both the customer and his good will. 

The first two methods, unfortunately, are used more 
frequently than the third. Every day firms throw away 
business they have spent a lot of time and money in 
cultivating. It takes months—and often years—to win 
a customer; but only a minute for a biting collection 
letter to offend him and lose his business. 

Under the caption “Some Horrible Examples” (The 
Crepit Wor.p, April, 1947, p. 23), this Department 
presented a full page of excerpts from offensive collection 
letters. Here are a few more specimens that belong in 
the same category: 

You have failed to show any desire whatever to treat 

us fairly in this matter 

When we extended credit to you, we believed you were 

honest, but the way you have handled this account 

affords little evidence to support that belief 

Can you deny that your continued neglect of this obli- 

gation is selfish and actually dishonest? 

The collection writer who discards the velvet gloves 
and picks up the brass knuckles is a very poor student of 
human nature. He is deliberately choosing a discourteous 
method sure to rub the reader the wrong way and leave 
him bristling with irritation. In many cases the offended 
customer pays his bill in silent resentment, and from that 
time on is known in store terminology as an “inactive 
account.” Occasionally a customer shoots off his heavy 
artillery, treating himself to the satisfaction of telling 
the firm what he thinks of its collection methods. As a 
rule such letters are unprintable, but here is an exception: 

Gentlemen: 


In regard to my bill at your store, I wish to state 
that I pay my bills once a month, but most of the time 
I don’t have enough money to go around. So to be fair 
to everybody, I put all the bills in a basket, shake them 
up, and close my eyes. Then I draw one bill at a time 
out of the basket, as long as I have any money left in 
the bank. That’s fair, isn’t it? 

Now if you send me any more of your impudent col 
lection letters, your bill won’t even be in the basket next 
month. 

Yours very truly, 
While the reaction of this customer may be amusing, 
the staggering loss of money—and of potential business 
volume—resulting each month from poorly-written col- 
This month’s commentary is adapted from the author’s 
article, “Collection Letters Have Two Jobs to Do,” which 
appeared originally in Printers’ Ink. It is presented here 


through the courtesy of the Printers’ Ink Publishing Co., Inc., 
New York, N. Y. 
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lection letters is certainly NOT amusing. At every 
stage of collection procedure COURTESY is a vital 
quality—even when the only steps left are those leading 
to the courthouse door. 

Let’s remember that our collection letters are a part 
of our public relations. They have two jobs to do. One 
is collecting money. The other is holding customer good 
will. To be successful, our letters must be constructive, 
friendly, and courteous. Let’s be sure they contain these 
qualities. Let’s make them human! 


This Month’s Illustrations ™~> 

All three of this month’s letter examples are designed 
for mailing to customers who do not respond to the usual 
collection reminders and simple requests for payment. 
Each letter includes a definite appeal (or combination of 
appeals) in an effort to induce the reader to meet his 
obligation. 

Since notations appear above the three specimens, 
identifying the appeals used, further analysis of the indi 
vidual letters is unnecessary. Instead, let’s consider these 
letters as a group, and examine the series carefully in the 
light of this month’s commentary. Can you find any 
words, phrases, or implications that would irritate cus 
tomers? Can you find any evidence of discourtesy? 
These letters do more than remind the reader of his 
past-due account. They make a definite effort to collect 
it. And the collection pressure—the firmness of tone— 
increases with each message. But throughout the series 
the creditor is fair, courteous, and even considerate of his 
reader. This is the method that pays in the long run 
the one that gets the money and keeps the customer. 


Thanks, Mr. Butterfield! 

With this month’s discussion of Credit Department 
Letters it is our unhappy task to say farewell to W. H. 
Butterfield, who has so ably conducted this department 
in The Crepir Wor -p since January, 1946. In addition 
to writing this regular monthly feature for the past four 
years, he has contributed to The Crepir Wor tp seven 
other articles on credit, collection, and adjustment letters. 

Because of the pressure of his duties with the Uni- 
versity of Illinois Foundation, Mr. Butterfield has asked 
to be relieved as editor of Credit Department Letters. 
He feels that he can no longer devote to it the time and 
consideration it deserves. His monthly articles have been 
of great interest to the membership, and we sincerely 
appreciate his part in developing higher standards of 
credit correspondence. 

L. S. Crowder 
General Manager—Treasurer 
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Economic Signs of the Times 


A subcommittee of the Joint Committee on the Eco 
nomic Report, headed by U. S. Senator, John J. Spark- 
man of Alabama, has released a report pointing out that 
almost one-third of the country’s families and single 
individuals received less than $2,000 cash income in 
1948. Two-thirds of these families are non-farn 
dwellers. The one-third who live on farms points up 
the fact, states the subcommittee, that “farm poverty is 
also a most important problem.” By far the largest 
number of incomes reported ranged between $2,000 and 
$5,000 per year, this group embracing about 22,000,000 
families and individuals. 

The subcommittee feels a responsibility to study and 
suggest methods to increase the productive capacity of 
low-income families, thus making for a more prosperous 
national economy, and stated that the unfilled wants ot 
American families on inadequate incomes “constitutes a 
great undeveloped economic frontier * * a new and ex 


pansible market for the products of American industry 


Steel Price Rise Predicted 


The uncertain state of the coal negotiations tends to 
slow down and impede progress toward full steel pro 
duction. Thus it does not seem strained to predict that 
steel prices, and the prices of finished steel articles, such 


as automobiles, are quite likely to experience an increase 


Governmental Old-Age Pension Assistance 


State and Federal aid for persons aged 65 and ove: 
declined sharply during the war but is now increasing 
rapidly, to an extent some 22 per cent greater than a 
year ago. The average payment per recipient in the 
country as a whole was $43.83 per month. California 
had been making the highest average state payment, 
amounting to $70.70 per month. After its age limit 
was dropped last November to age 63, monthly grants 
increased to $75.00, and relatives relieved of responsi 
bility for any provision for needy aged persons, the 
California case-load increased heavily. This in turn 
resulted in the repealer of the age 63 and 64 provisions 
at the November 8, 1949, election, adoption of clauses 
forcing limited responsibility on younger relatives, and a 
lowering of the amounts of property and insurance a 
pensioner may have in order to qualify. These changes, 
it is estimated, by March Ist of next year will have 
relieved the state’s pension rolls of some 42,000 persons. 
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Canadian Defense Activities 


Economic conditions of our neighbor to the north 
will be somewhat bolstered by the $380,000,000 to be 
spent for its armed services during the forthcoming year 
This constitutes an expenditure of seventeen times more 
on defense than Canada did in the years before World 
War II. Such expenditure is being undertaken by 
Canada, according to its Minister of Defense, not in 
the expectation of being able to defend its vast territory 
ilone, but in fulfillment of Canada’s obligations to the 
other nations associated with her in the effort to main 
tain peace by collective action through the United Na 
tions and the North Atlantic treaty 


Impact of United Nations and Economic Co- 
operation Administration Plans for Europe, in 
Strengthening our Economy 


The United Nations has proposed the establishment 
ot an International Commodity Clearing House which 
would help the world’s farmers sell their agricultural 
surpluses through international action to countries which 
lack and need them, working through normal commercial! 
channels or through government agencies. This is one 
effort to break down the currency and tariff barriers 
existing between the many European states, and to clear 
out to their advantage and ours, the surpluses we have 
in pork, potatoes, eggs, dried fruits, and possible over 
production of cotton, fats and oils. In other parts of the 
world, there are threatened surpluses of sugar, rubber 
jute and other products. Proponents of the plan believe 
that it would help avert future depressions. In_ the 
meantime, Economic Cooperation Administrator: Hoffman 
has pointed out to the Western European nations bene 
fiting under the Marshall Plan that much of the pros 
perity of this country follows from the fact that we 
have a single market of 150,000,000 consumers, where 
as tariff, currency, export and import quotas and dumj 
ing practices of each separate European state leads to 
constant economic disturbance in an area comprising 
270,000,000 consumers in Western Europe. In address 
ing the ministers of the Marshall Plan governments at 
Paris a short time ago, he called for definite reforms and 
integration so as to achieve a high state of free trade 
and prosperity among such countries. Having sent some 
$7 billions of dollars into this area in about eighteen 
months, it is believed that this country is justly entitled 
to press for measures to increase economic stability and 
to eliminate the economic drain that comes about when 
any -of the constituent states subjects its economy to 
military preparations. bahaliel 
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Improved City Directory Service 


How many times do you suppose the City Directors 
is referred to in your office every day? It would be 
dificult to even hazard a guess. The directory is not 
a particularly interesting book for steady’ reading but 
when you want information about people in your com 
munity, it is perhaps the most valuable book in existence 

In Rochester, New York, the Chamber of Commerce 
has a standing Directory Committee, which holds meet 
ings attended by their directory publisher's representative 
(heir purpose is to study and discuss the makeup, de 
livery costs and other factors that contribute to the 
value of the directory to the community. This year's 
Committee has as its chairman Past N.R.C.A. President 
J. Gordon Ross, and numbers among its members F. G 
Waite, Manager, Credit Bureau of Rochester, and 
Credit Managers, John Hart, Sibley’s, Mary Huddy of 
Edward's, and L. S. Somers of McCurdy’s. There are 
also representatives of the City Departments, Post Office 
Telegraph and Telephone Companies, and others who 
use directories extensively. 

Among their objectives are 

l. To keep the costs ot the directory low enough 0 

that they may be available to as large a number of 
users as possible. 

To limit the time between the enumerators canvass 
and the delivery of the directory, so that infor 
mation will be more nearly up to date. 

To check the type, set-up, indexing and binding of 
the directory. 


To make sure that all essential information appears 
in the directory 


Many improvements have been effected in both the City 
ind Suburban directories toward these objectives which 
will increase their usefulness 

The Rochester example could well be followed in 
other communities. It may be said the publishers wel 
comed the interest of the committee, and remarked that 
when the needs of the users were known, it was much 
easier for them to make the directories useful and effec 
tive. Local credit Associations and Credit Bureaus here 
have an opportunity to take an active part in cooperat 
ing with directory publishers and thus be assured of get 
ting types of directories they need and should have. We 
shall be interested in knowing of the experience of other 
cities and communities in this matter. 


Restaurant Account Solicitation 


Some stores having restaurants and tearooms make 
excellent use of them to secure applications for new 
accounts. Others may be overlooking this fertile field. 
It would be interesting to know how many of the patrons 
of your restaurant have charge accounts in vour store 


Probably many of them do. However, it is worth an 
experiment to see if an inexpensive promotion would 
vield results. 

The Union, Columbus, Ohio, has for sometime placed 
on each table in the tearoom, an invitation to open an 
account. The notice is printed in double form and 
folded in the middle like a tent. Printed with black 
ink on pink cardboard it attracts immediate attention. 
Illustration No. 1. below shows the form of the invita 
tion. Illustration No. 2. is the front of the application 
which the applicant is asked to fill out. It is printed on 
vellow cardboard with black ink and measures five inches 
wide by three inches deep. Illustration No. 3. shows 
the reverse of the card and is also to be filled out by the 
customer. The application, when completely filled out, 
is given to the cashier, who sends it to the credit depart 
ment. The customer is notified just as soon as the ac 
count is available. The Union reports that many good 
accounts have been opened in this manner. 
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Declining the Account 
Cc. B. FLEMINGTON, Manager, Credit Bureau of Toronto, Toronto, Ontario, Canada 


HE INFORMATION which has been obtained 

from the applicant at the time of the interview, to- 
gether with the report from the credit bureau as to the 
past experience of other members and commitments at 
date, should be analyzed with consideration given to 
previous and present earning capacity, stability of employ 
ment, nature and source of income, occupation and the 
number of dependents. His past paying record may 
show several “AA” or satisfactory accounts over a 
period of years, or it may be the other extreme with a 
number which have been “CC” or unsatisfactory, re 
possessions and accounts written off to bad debts. 

Between these two will be the “border line” accounts 
and their sale at a profit to the store is where the credit 
man may show his worth. There may have been “BB 
or slow ratings, repossessions, claims in the bureau's 
hands for collection and their weight in the scales of de- 
cision should be governed by a survey of the period under 
review. Was the applicant out of work but is now 
steadily employed? Possibly his income was greatly 
reduced but he has now adjusted his standard of living 
to a lower scale of remuneration. Either deserves con 
sideration, especially if there are no accounts outstanding 

Another class of doubtful risks is that of the man who 
appears to be already committed beyond his ability to 
pay. The extension of further credit not only adds an 
unsatisfactory account to the merchant's ledgers but to 
those who have previously extended credit. 

Sufficient information may have been obtained at the 
original interview to explain the past delinquency. If the 
contrary is the case and it appears necessary to go into 
the matter further the procedure followed by the ma- 
jority of credit men is to request the applicant to call, 
and in the discussion which then takes place, there is a 
duty to perform not only to the store but to the credit 
bureau and its members, especially to those whose in- 
formation forms part of the report. 

Commencing the interview with a statement to the 
effect that “A furniture house reports that your account 
was unsatisfactory” is a breach of both the letter and the 
spirit of the credit interchange system. Invariably the 
fact that there have been or are delinquent accounts with 
other members can be brought out in a conversational 


way and the accuracy of the details obtained in compari- 
son with those included in the report is a criterion as 


to the truthfulness and worth of the explanation given. 
A year or two on relief but steadily employed at date 
explains considerable delinquency. 

If it cannot be drawn from the applicant that there 
have been other accounts or a definite statement is made 
that “This is the first time I have ever applied for credit,” 
nothing is gained by saying, “The credit bureau informs 
us that an electrical appliance firm repossessed goods 


from you.” The better way would be to suggest that a 
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call be made at the bureau for the purpose of adjusting 
some mistake in identity or to enable it to bring its 
records up to date. Invariably the applicant “remem 
bers” when mention is made of several previous addresses 
or places of employment, personal reference and at times, 
signatures on earlier credit applications. Any redeeming 
features may be then placed before the store and the 
application given further consideration. 

When the report is of such a derogatory nature that 
the subject cannot be classed as an acceptable risk under 
any circumstances, the credit man has two points to 
consider. These are the possible cash business to be 
obtained from the customer and the advantage, not only 
to the man but to the community at large, in endeavour 
ing to educate him to become a satisfactory risk. “Pay 
your account because it pays,”’ “Treat your credit as a 
sacred trust” and similar quotations are not platitudes 
but rather founded on fact. 

The customer, through his own actions or force of 
circumstances, is to blame for the merchant’s inability 
to extend credit, but there are not many people who will 
view it in this light. If the merchant advises him that 
he declines the order, it may have an adverse effect on 
possible future dealings either for cash or credit. The 
logical procedure is to place the responsibility on the 
applicant’s shoulders through the medium of the credit 
bureau and the letter outlined below 

“Applications for the opening of accounts must be 
submitted to the credit bureau which acts as a clearing 
house for the retail merchants of the city. 

“Evidently the information on file is not sufficient to 
warrant approval and we are enclosing our cheque for 
$ covering your deposit. 

“We feel that it would be to our mutual advantage 
if you would call at its office and give whatever infor- 
mation is required in order that we may serve you in 
this instance or at some future date. 

“We sincerely regret our inability to be of service to 
you at this time.” 

The habitual “‘dead beat,” who is beyond redemption, 
will not in all probability call, but if he does and is one 
who has previously received a collection letter from the 
bureau, he may ask, “If I buy from a store whose name 
is not on the back of your letter, they won’t call up, will 
they?” and another non-member will make a “con 
tribution to charity.” Those who are not “beyond the 
pale’ may call and the bureau is given an opportunity to 
explain the system of credit interchange which affords 
protection, not only to the merchants but to those who 
pay their bills. This brings home to the man the reali 
zation that he alone is to blame for “declining the ac- 
count,” “goodwill” is maintained and he may be started 
nm the road to prompt payment and buying within 
capacity, with re-established credit as the goal. ake 
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Six New Educational Stickers 


@ MORE AND MORE cost-conscious Credit Sales and Collection Managers are 
finding these new stickers to be an effective and inexpensive collection medium. 
The emblem of the National Retail Credit Association adds an authoritative 
dignity. The wording is friendly and explanatory. Tested sentences are designed 
to present the reasons for prompt payment in a convincing manner. While 
particularly appropriate in the early stages of past due-ness, they can be used 
at any time. Easy to affix, they require no fill-in. Simply attach to the cus- 
tomer’s statement. They are just as effective for the large store as the smaller. 
It is now necessary to have a closer and consistent follow-up as collection 
problems are increasing. Here is your answer. Take advantage of this National 
service and order a selection today. With your order ask for an illustrated 
folder showing our complete series of stickers and inserts. 
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to carry through his agreements. ; 
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| A SHOPPING 
| CONVENIENCE 


| For more than a quarter-century | 


ping convenience. But it is more 
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than a convenience. It has a 
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| North America have contributed | 


| their actual ledger experience— 
good, bad and indifferent—to 

| form a tremendous cztalog of 
credit information. This infor- 
mation is a basis for the credit 
record of the consumer. 


Payment of regular accounts 
on receipt of bill and installment 
accounts as agreed will build and 
maintain a gdod credit record. 


Printed in chestnut brown ink on 
bright yellow gummed paper. 


Whatever your needs may be, 
a convenient means of making 
your purchases is by using a 
charge account, 


A good credit rating, obtained 


by meeting obligations promptly, I 


entitles you to this privilege. 


Pay each account in full on 
receipt of bill and contract pur- 
chases as agreed. ~** 





Printed in Morocco brown ink on 
canary gummed paper. 


Your willingness to pay | 
promptly is the basis on which 
the retailer extends credit to you. 


Charge accounts are due and | 
payable on receipt of statement; | 
installment accounts are due on | 
the dates specified. | 


| 
Pay Your Obligations Promptly 


Printed in maroon ink on green 
gummed paper. 


The majority of people use 

| credit in its various forms, but 

only those who. meet their con- 

| tracts as agreed, continue to en- 
i joy its advantages. 

The credit you command rests 
| largely on one thing—not the 
i position you hold, not the prop- 

erty you own; not your bank ac- 
i count—but the way you pay your 
bills. 
| Pay all charge accounts 
| promptly each month and install- 
| ment accounts when due. “* 


Printed in purple ink on cherry 
gummed paper. 


definite value to the user. For 
most people depend on a monthly 
salary or income. By using their 
credit, they are able to meet cur- 
rent expenditures out of current 
income. 


@ Every charge account that is 
paid in full each month, and each 
contract that is paid as agreed 
helps to build and maintain a 
‘*Prompt Pay’’ record. 


'KEEP YOUR 


PROMISE — 


Each month, stores review their 
accounts to ascertain which cus 
tomers keep promises and which 
do not—and the matter of keep- 
ing promises has a most impor- 
tant bearing on your future 
credit standing. 


Prompt payment of accounts 
builds a credit record of price- | 
less value wherever and whenever | 
credit is needed. 





Printed in green ink on orange 
gummed paper. 


ONLY $93.50 4 THOUSAND 


Assorted, $3.00 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING 


ST. LOUIS 3, MO. 
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Collection Scoreboar 


Compiled by the Research Division 


October, 1949 


Open Accounts 


CITIES 


949 


Atlanta Ga 
Baltimore. Md 
Birmingham. Ala 
Boston Mass 

Cedar Rapids. Ia 
Cincinnati Ohio 
Cleveland. Ohio 
Columbus. Ohio 
Davenport. Ia 
Denver. Colo 

Des Moines. la 
Detroit. Mich 
Grand Rapids. Mich 
Kansas City. Mo 
Little Rock. Ark 

Los Angeles. Calif 
Louisville Ky 

Lynn. Mass 
Milwqukee. Wis 
Minneapolis Minn 
New Orleans. La 
New York N Y 
Oakland Calif 
Omaha. Neb 
Pittsburgh Pa 
Providence. R | 

St Louis. Mo 

Salt Lake City. Utah 
San Francisco. Calif 
Santa Barbara. Calif 
Sioux City. la 
Spokane. Wash 
Springfield Mass 
Toledo. Ohio 

Tulsa. Okla 
Washington. D C 
Worcester Mass 
Youngstown. Ohio 
Ottawa. Ont 
Vancouver B.C 


Victoria. B C 
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INSTALMENT ACCOUNTS receivable of department 
stores increased 6 per cent in September and continued well 
above year-ago levels. Collections on these accounts also 
rose moderately during the month and when related to 
September 1 outstanding balances yielded a collection ratio 
of 23 per cent, the same as in August. Charge accounts 
outstanding were up substantially in September as is cus 
tomary at this time of the year. Charge-account balances 
at the end of the month were still somewhat below those of 
a year earlier. Collections on charge accounts remained at 


October, 1948 
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the August level but the ratio to first-of-month accounts 
receivable rose one point to 53 per cent. Department store 
sales showed more than the usual seasonal rise in September 
with substantial gains reported for both cash and credit 
transactions. Charge-account business, which customarily 
expands more rapidly than either cash or instalment sales 
in September, was 25 per cent larger than in August. Cash 
sales were up 16 per cent and instalment sales 14 per cent 
during the month. Only instalment sales exceeded the year 
ago volume in September.—Federal Reserve Board 





Consumer Credit 


TOTAL CONSUMER credit reached 16,804 million 
dollars on September 30, an increase of 346 million or 2 per 
cent over the amount outstanding a month earlier. Al- 
though the greater part of the rise was in instalment sale 
credit, some expansion occurred in all major types of credit. 
Since early spring the total outstanding has been approxi- 
mately one-tenth above year-ago levels. Instalment credit 
in September rose 3 per cent further to an estimated total 
of 9,888 million dollars at the month-end. Automobile sale 
credit originating at dealers increased at a somewhat less 
rapid rate than in the preceding month, but the dollar gain 
—122 million—was larger than for any other segment. 
Other instalment sale credit was up 102 million dollars, to 
2,564 million. Instalment loans outstanding on September 
30 amounted to 4,441 million dollars, a gain of about 1 per 
cent from the preceding month-end. Total instalment 
credit at the end of September was approximately one and 
three-quarter billion dollars above the amount outstanding 
a year earlier with most of the expansion occurring in the 
automobile segment. Charge-account indebtedness expanded 
somewhat less than has been customary in September and 
at the end of the month was 3 per cent below the amount 
outstanding on the corresponding date of 1948. Charge 
accounts have shown moderate declines from year-ago 
_— from seven consecutive months.—Federal Reserve 

oard. 


Retail Instalment Credit at Furniture, 


Household Appliance, and Jewelry Stores 

INSTALMENT ACCOUNTS outstanding at furniture and 
household appliance stores increased in September for the 
sixth consecutive month. At both kinds of outlet the outstand- 


ing balances continued well above year-ago levels. Jewelry 
store accounts receivable showed little change during the month 
and on September 30 were still somewhat larger than on the 
corresponding date of 1948. The rate of collection on instal- 
ment accounts slackened in September at furniture, household 
appliance and jewelry stores. Collections at furniture stores, 
which during the three summer months had amounted to 12 
per cent of the first-of-month outstanding balances, dropped 
to 11 per cent in September. A similar decline occurred dur- 
ing the month in household appliance and jewelry store collec 
tion ratios which were one point below the 14 per cent recorded 
for August.—Federal Reserve Board. 


Consumer Instalment Loans 


CONSUMER INSTALMENT loan balances of the 
principal lending institutions increased further in September. 
The amount outstanding at the month-end was 3,560 million 
dollars, about 13 per cent above the September level last 
year. The volume of loans made during the month, 532 
million, was approximately 7 per cent smaller than in the 
preceding month, but nearly 10 per cent larger than a year 
earlier—Federal Reserve Board. 


General Business Conditions 


THE RATE OF business activity was gradually rising until 
the interruptions in major industries began to affect trade in 
many areas, and throughout most of November the trend was 
downward. Changes have been relatively small so far, how- 
ever, and the total volume of business is within 10 per cent 





Reading this publication carefully 
and regularly will contribute to 
your success asa Credit Executive. 











of the high level of a year ago. Conditions are favorable for 
further advances whenever operations are resumed in the steel 
and coal industries, unless the resumption is too long delayed 
The most significant support for current levels is the continued 
large demand from consumers, and prospects are that this 
demand will remain strong during the remainder of the year 

Conditions have shown some improvement in the New Eng 
land states for the first time in many months. This improve- 
ment has been offset to some extent, however, by the mod 
erate slowing down in the New York area. Prospects are more 
encouraging for that part of the country because readjust- 
ments have been going on for a longer period than in most 
other sections. Usually a region in which the pace of industry 
and trade begins to slow down first in a period of business 
change, is the first to show permanent improvement. A large 
number of industries making consumer goods have been fa 
vorably affected by sustained demand. Many of them are 
now trying to rebuild inventories which were reduced earlier 
in the year. 

The industrial area south of the Great Lakes has been hit 
hardest by recent interruptions in production, and in many 
cities trade has declined much more than the 15 per cent in 
dicated on the Map. Recovery is expected to be gradual after 
production is resumed. The continued high rate of automobile 
production has done much to sustain business throughout the 
industrial regions. 

Business continues to lag also in the agricultural parts of 
the country, especially in the Middle West. Total crop pro- 
duction is large but prices of farm products have fallen 
enough to reduce the cash incomes of farmers by close to 20 
per cent below what it was a year ago. Income from live 
stock has held up somewhat better than has that from crops 
This fact accounts for the more favorable showing in the 
sections where livestock raising predominates. 

Throughout most of Canada, activity has been lagging 
slightly but in many places it is higher than it was a year 
ago. Business is being supported by the large amounts of 
construction contracts awarded and the increased volume of 
retail trade. Shipments abroad are also holding up well in 
spite of the uncertainties and changes in monetary conditions 
which affect international trade. Prospects continue to be 
moderately favorable for a high general level of business 
which will remain not far from the postwar peak.—Business 
Bulletin, La Salle Extension University, Chicago, Ill. 


Retail Furniture Report 


RETAIL FURNITURE store sales declined slightly in 
September and were 14 per cent below those in the cor- 
responding month of 1948. Instalment sales, which had in- 
creased substantially in August, showed a further small 
gain in September. The volume of sales on both cash and 
charge account decreased moderately. Sales of all types 
were smaller than in September 1948, the declines ranging 
from 8 per cent for instalment transactions to 17 per cent 
for charge-account and 20 per cent for cash. Instalment 
accounts receivable increased 3 per cent during September, 
or at about the same rate as in the preceding month. The 
amount carried on the books at the end of the month was 
12 per cent larger than a year earlier. Collections on in- 
stalment accounts decreased 3 per cent from August to 
September. The ratio of collections during the month to 
outstanding balances on the first of the month was 11 per 
cent in September, one point below the ratio for each of 
the three preceding months. At the current rate of repay- 
ment instalment accounts would be outstanding, on the 
average, about 17 months as compared with slightly over 
13 months a year ago. Inventories, which are usually built 
up during September, were 5 per cent larger at the end of 
the month than on August 31. Retail value of stocks on 
hand continued about 18 per cent below the year-ago level. 
At the current rate of sale, however, they still amounted to 
about four months’ supply.—Federal Reserve Board. 
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Chicago, Illinois 

The new officers and directors of the Associated Re- 
tail Credit Men of Chicago, are: President, R. G. 
Mihm, The Fair; Vice President, J. C. Gilliland, 
Aldens; Secretary, Harland C. Bush, Credit Bureau of 
Cook County; and Treasurer, Jessie Novick, Lane 
Bryant. Directors: C. D. Bain, Wieboldt’s; F. S. 
Crum, Walk-Over Shoes; George Gersten, Mandel 
Brothers; R. M. Hartle, Morris B. Sachs; W. G. 
Hocker, Chas. A. Stevens and Co.; M. Kash, Spiegel’s; 
I. B. Melamed, Saks Fifth Avenue; J. T. Pirie, II, 
Carson Pirie Scott and Co.; W. C. Stokes, Marshall 
Field and Co.; Kathryn Sullivan, Morrison Hotel; and 
G. G. Wasson, Peoples Gas Light & Coke Co. 


Louisville, Kentucky 

At the annual meeting of the Retail Credit Managers’ 
Association, Louisville, Ky., the following officers and 
directors were elected: President, Mrs. Mabel Sproehnle, 
Besten & Langen; Vice President, Fred G. Cotton, Bond 
Stores; and Secretary-Treasurer, Carson L. Bard, Credit 
Bureau of Louisville. Directors: Hilma Geiser, 
Southern Optical Co.; J. B. Hagan, Royal Industrial 
Bank; Fred Mathews, Plainview Farms Dairy; E. J. 
Reichert, Hubbuch Brothers & Wellendorff; Robert 
Sheppard, H. P. Selman Co.; and J. Hardin Ward, 
Stewart Dry Goods Co. 


Moultrie, Georgia 
At an organizational meeting held in Moultrie, Ga.. 
the Moultrie Retail Credit Association elected the fol 
lowing officers and directors: President, David R. 
Cohn, David's; Vice-President, K. W. Robison, K. W. 
Robison Jeweler; Secretary-Treasurer, Alfred T. Gaut, 
Dixie Credit Bureau Association; and Assistant Secre 
tary-Treasurer, Mrs. Irene Underwood, Credit Bureau 
of Moultrie. Directors: B. F. Rice, Savelle Jewelry 
Co.; R. S. McGarity, Kenney & McGarity Electric Co. ; 

and J. E. Eubanks, E & S Motor Co. 


Credit Class Visits Bureau Office 

On November 4, 1949, the Credit Bureau of Cowlitz 
County, Longview, Washington, anticipated its 15 years 
celebration by inviting the entire Retail Credit Training 
class to its offices. The class first met at the home of 
Mr. and Mrs. Curly Anderson where its members were 
shown an instructional film entitled “Mrs. Consumer 
Looks at Credit.” The group then visited the Credit 
Bureau where the manager, Fairell Joslin, showed the 
members how the bureau operates. Seventeen students 
of the class attended along with F. D. Hess, class in 
structor, and employees of the bureau. The Retail 
Credit Association of Cowlitz County celebrated its 15 
years in Longview under the present management on 


November 14, 1949. 
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W. E. Glass, Jr., Appointed Chairman 

Appointment of William FE. Glass, Jr., Credit 
Manager, Cottrell Clothing Co., Denver, Colo., as mem- 
bership chairman for the Ninth District of the National 
Retail Credit Association has been announced by Alton 
D. Partee, Joe Heaston Companies, Albuquerque, New 
Mexico, president of the district. The district includes, 
Colorado, Utah, New Mexico and Wyoming. He suc 
ceeds Eldon L. Taylor, Glen Brothers Music Co., Salt 
Lake City, Utah, and is the first Denver businessman 
to be named to this position. Mr. Glass, who was 
formerly an executive in the men’s clothing department, 
Saks Fifth Avenue, New York, N. Y., before assuming 
his present position with Cottrell’s, will work with 
Walter L. Bowen, The Texas Co., and Donald H. 
Puffer, Retail Credit Men’s Association, Denver, Colo., 
and secretary-treasurer of the Ninth District. 


Beaumont, Texas 
At the annual meeting of the Retail Credit Granters 
of Beaumont, Beaumont, Texas, the following officers 
and directors were elected: President, H. Waldo Graff, 
American National Bank; Vice President, Mrs. Agatha 
Sutter, Dallas-Williams Furniture Co.; Secretary, Mrs. 
Gladys Stovall, Bonwit-Lennon’s; and Treasurer, Mack 
Boyd, Gulf Oil Co. Directors: Aaron Littmann, Gem 
Jewelry Co.; Darrell L. Snider, Snider’s Radio Shop 

and Roy Jackson, Lamb Printing Co. 


Waco, Texas 
The new officers of the Retail Credit Executives of 
Waco, Waco, Texas, are: President, Douglas W. Wood, 
R. E. Cox Dry Goods Co.; Vice President, Frank 
Grevelle, Lone Star Gas Co.; Secretary, Howard G. 
Chilton, Retail Merchants Association; and Treasurer, 
George Moen, Nash-Robinson and Co. 


J. E. Severe Sells National Memberships 

The large number of new National Members received 
from the Associated Retail Credit Men of San Francisco 
is the result of the untiring work of outside sales repre- 
sentative J. Edward Severe of the Retailers Credit Asso- 
ciation of San Francisco. He has been connected with 
he Association since February 1945 and this was his 
first position after his discharge from service with the 
United States Marine Corps during World War II. 
Prior to the War he had been connected with the Credit 
Bureau of Greater New York and before that was identi- 
tied with a real estate protective group in the Bronx, 
New York. During 1948 Mr. Severe was responsible 
for securing 144 new National members and the same 
number for the Associated Retail Credit Men. His 
hobby is selling National memberships and gardening at 
his home in San Mateo, Calif. The N.R.C.A. con 
gratulates Mr. Severe on his outstanding work 





THERE ARE EXPECTATIONS of a good volume of 
pre-Christmas sales although they may not be better than 
the 1948 record. There is an ample supply of goods, and 
personal income and employment are holding high levels. 
Christmas savings clubs will provide $170,000,000 for buyers 
and the G.I. insurance dividends will encourage instalment 
buying. 

x** * 

THE CREDIT RESEARCH Foundation has found that 
manufacturers’ and wholesalers’ collections are slowing. 
Past due accounts are now running around 7.5 per cent 
which is 2.0 points more than a year ago. As a result, 
credit managers are now turning accounts over to collection 
agencies sooner. 
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DISCOUNTS FIGURED in ratio to dollar volume are 
featured in one store whose sales are based on the principle 
of the more you buy, the greater the discount. 
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ACCORDING TO a Twentieth Century Fund survey, 
the largest part of the wartime increase in total output was 
due to the fact that more people worked, rather than be- 
cause of increased productivity. 
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CAPITAL OUTLAYS for housing in the United States 
constitute about one-fifth of total capital expenditures, a 
Twentieth Century Fund report says. 

x** 

THE AVERAGE yearly income of American households 
of families and individuals living alone, is estimated in 1947 
dollars to be: 1929, $3,000; 1932, $2,050; 1940, $2,840; and 
1944, $4,180. 


x** * 

A STUDY OF income groups in the United States re- 
vealed that executives as a group did little more than keep 
up with the general rise in income. However, nearly half 
of them were in the upper income group of more than 
$5,000 a year and another fourth drew middle incomes of 
$3,000 to $4,000 a year. 

x * 

COLOR in advertising has increased. Last year about 
one of every three pages of advertising space in our lead- 
ing magazines was in four-color, with an additional 12.8 
per cent in two-color. This brought the over-all color per- 
centage to 45.9 per cent. 

x** 

THE DOMINION of Canada recently changed its name 

and is now called the Government of Canada. 


x** 

THE AVERAGE American took fifty-seven days to pay 
his department store charge accounts last year. 

x~** 

SIXTY-ONE per cent of clerical office workers are 
women, the Women’s Bureau of the Department of Labor 
reports. 

* * 

IT TAKES the United States government just about 

twelve minutes to spend a million dollars. 


x~* * 
_ THE NATIONAL Association of Retail Grocers found 
in a report of the first nine months of 1949, that more food 
was sold than in the same period in 1948. However, dollar 
volume was below that of the previous year, reflecting 
lower prices. 
x~* * 

OF A GROUP of companies surveyed by the Metro- 
politan Life Insurance Co., only eighteen obtain all refer- 
ences before hiring an applicant. Twenty-six companies 
said that they ask the employee to sign an agreement that 
employment is subject to references being found satis- 
factory. 
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TIME SAVED by having private offices, with fewer 
interruptions, less distraction and cleaner offices, amounts 
to 25 per cent, according to American Business. 





A CRISP one dollar bill is the reward for a customer 
in a Canadian jewellery store if the salesclerk fails to say 
“thank you” when the transaction is concluded. The same 
award is made if the clerk neglects to ask the customer 
to call again. Dollars paid out are deducted from the 
clerk’s wages. The jeweller considers this a powerful in- 
centive for the clerks to keep courtesy uppermost in deaiing 
with the public at all times. 


x~*** 

IN THE PAST we have collected too little in taxes in 
periods of prosperity and too much in periods of depression, 
according to the Committee for Economic development. 
Thus, the tax system has often operated to encourage in- 
flation and to deepen Sopecemen. 

x** 

AMERICAN MEN, whe have been spending about $23 
million a year on jewelry for self-adornment, will spend 
more than ever this winter, retailers predict. One reason 
is that many of the new items have mechanical value which 
excites male interest. 


x~** 

IN ROUND NUMBERS there are about 100,000 indi- 
vidual thefts in retail stores each week. The total of tries 
is around a million a month. Nineteen out of twenty 
shoplifters are women. Sixteen out of the twenty fall into 
two age groups, 18 to 23 and 38 to 45, about equally divided 


x~*t 
A SURVEY by the Federal Reserve Bank shows that 
20,000,000 non-farm families owned their own homes at 
the beginning of this year. This is an increase of 1,500,000 
to 2,000,000 in a year. 


x * * 

HENRY H. HEIMANN, Manager, National Association 
of Credit Men recently declared that there were numerous 
indications that the upturn following the first readjustment 


period after the war was well on its way. Among them 
were a check in the decline in the durable goods industries 
and some evidence that the consumer industries were on 
the upturn; maintenance of high construction volume; 
stabilization of stocks and bonds; and a slight upward 
movement in most securities. 





memser | AN UNUSUAL 
STICKER 


National Retail THIS MOST UNUSUAL 
Credit STICKER has been designed for 

Association use by members. 

They should be used on letter 
heads of the credit department and 
on statements on which a previous 
month's balance has been brought forward. 

THIS STICKER carries the prestige of the Na 
tional Retail Credit Association and the slogan, 
‘*Guard Your Credit As a Sacred Trust,’’ is an 
excellent educational message. Order a supply 
today. 

SHOWN ABOVE actual size, they are printed in 
the National's colors, bronze blue on gold gummed 
paper. 


Price, $2.50 per thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 
Shell Building St. Louis 3, Mo. 
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G,,, PRINCE OF PEACE came into the world 


for the very purpose of teaching the people why they 
should promote Good Will and Peace. Yet there are 
so many who do not believe in the practice of Good Will 
toward their fellow men. 

Perhaps this disbelief is because we who are blessed 
with Freedom, fail to spread the Doctrine as we should 
among those less fortunate. 

On this Christmas Day of 1949 let us resolve to 
make Freedom our responsibility and practice Peace 
on Earth, Good Will Toward Men, not only on this day, 
but always. 

One of the greatest joys of this season is the oppor 
tunity to wish all the personnel, Officers, Directors and 
members of the National Retail Credit Association in 
real sincerity a Very Merry Christmas and Best Wishes 
for the New Year 
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Re T. Schatz, Presid lao 
National Retail C Association 





One of the pleasantest things about 
Christmas is the opportunity to send greet- 
ings to old friends. 





The 1,492 credit bureau managers 


and 784 collection service managers in the 
Associated Credit Bureaus of America join in 


wishing you a very merry Christmas and a 
prosperous New Year. 


1218 Olive, St. Louis 3, Mo. The National Retail Credit Association contributes this space monthly as 


a courtesy to its members of the Associated Credit Bureaus of America, 





STANDARD APPLICATION FORM 


On sale of over four hundred thousand during the past year is con- 


clusive testimony of the popularity of this form. Increase the efficiency 


+ 


of your department by ordering a supply immediately! 


The actual size of the form (reproduced below) is 6 inches by 9 inches. 
Printed in one color. Blocked in pads of 100. Price 100, $1.00; 500, $4.00; 
and 1,000, $7.00. Postage i l 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Missouri 
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